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FUL-Q-PEP 
ay POULTRY FEEDS 
Qual The Quaker Oats Company | 


For RAPID TURNOVER 
and | 
REPEAT BUSINESS 


White Swan Flour 


F. A. RUENITZ, Presipent, 
SPRINGFIELD MILLING COMPANY, INC. 


SPRINGFIELD, MINNESOTA 


FROEDTERT GRAIN & MALTING CO. 


Grain Merchants and Elevator Operators 


Operating Elevators at Milwaukee, Winona, Minn., and Red Wing, Minn. 
Members of Leading Exchanges 


MILWAUKEE, WIS. PLANT 


WINONA, MINN. PLANT 


Elevator and Storage Capacity 2,500,000 Bushels 
Our prices are always in line 


Due to the fact that our operating expense is divided between our grain 
and malting departments 


Don’t fail to get in touch with us when again in the market 
We specialize in corn, oats, barley, poultry wheat. 


““We Ship What We Sell’’ 
Long Distance Phone Broadway 5600 ie: MILWAUKEE 
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Summer 
Specials 


Summer always brings 

increased demand for 
flour middlings and as 
usual the oldest and most 
up-to-date feed distribut- 
ing house in the North- 
west is ready to take care 
of your needs offering 


Snow’s Fancy 


Flour Middlings 


and 


Snow’s Fancy 


Durum Mixed Feed 


15% PROTEIN 


We believe Snow’s 
Fancy Durum Mixed 
Feed is not only equal in 
in quality but cheaper in 
price, than any other 
mixed feed on the market. 


Take advantage of the large 

and efficient E. S. Wood- 
worth Co. organization. With 
our elevator, warehouse, com- 
petent men in every depart- 
ment on the Chamber of Com- 
merce trading floor, intimate 
association with mills both local 
and outside of Minneapolis, no 
firm can serve you_better. 


FOR 


Grain and Feed 


Mixed Cars 
Straight Cars 


Woodworth 
Company 


| MINNEAPOLIS, MINN. 


BUY THE BEST 


FEED 


16% Protein 


“The Old Reliable 16% Feed” 


AND 


Full Line Arcady Wonder Feeds 


MADE BY 


ARCADY FARMS MILLING COMPANY 
CHICAGO, ILL. 


SOLD BY ALL GOOD. DEALERS 


It’s THE COD LIVER OIL 


(in the mash) 
THAT MAKES ’EM GROW 


ALES Chick Starter Mash is a money-maker for all 


dealers who handle it, because it satisfies their cus- 
tomers and is a big repeater. 


It’s Hales Chick Starter Mash season now and if you want 
your share of the profits to be made handling Hales Mash 
write at once for dealers proposition, prices and samples. 


Hales Chick Starter Mash contains Cod Liver Oil, the sun- 
light food. Cod Liver Oil supplies Vitamines A and D, 
_ which every poultry man knows 
a are necessary for early developement 
and greater resistance to the com- 
4a \ mon diseases. 


cook, HALES MILLING Co. 


y i FIRST AVENUE VIADUCT AND LAKE ST. 


973 MILWAUKEE 
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Volume Two 


July, 1926 


Number Seven 


Agricultural Advisor—New Title 
For Feed Merchant 


Retail Selling End Of Business Needs Increased Emphasis 
Dealers Should Have Better Knowledge Of Products Handled 


By C. N. Barrett 


Manager Feed Department, Northrup, King & Co. 


HERE are manufacturers, job- 

i bers and retailers who believe 

the only time to make money 
is when they buy. Their idea of sell- 
ing is putting on a low price. Some 
succeed but it isn’t merchandising— 
it is “speculative buying”. It is, of 
course, necessary to buy right and to 
give it proper thought, but all the 
benefits of a good buy should be prof- 
it. 

Replacement Price Basis 

Merchandise should never be sold 
under the replacement market, no mat- 
ter how it was bought., To move 
goods the right way means the use of 
real salesmanship and thoughtful mer- 
chandising—no matter how good the 
buyer, if he prices his goods on the 
market, he is on the same basis as his 
competitor who didn’t buy at the low 
price or did buy at the top. BUT 
you will need to do more selling than 
though the business were done on a 
“buying” basis. 

Retail selling requires the same es- 
sential qualifications as any other kind 
of selling. Successful selling is found- 
ed on three points—quality in the mer- 
chandise, aggressive effort, complete 
knowledge of the product. 

Dependability is Essential 

This word “quality” is much over- 
worked. Nevertheless, no one in any 
business can succeed unless he is de- 
livering an article that is worth its 
price. You can’t build up a permanent 
trade by merchandising bargain pur- 
chases. You must carry stocks of de- 
pendable goods—that, in your opinion, 
represent the best values on the mar- 
ket. Steady profits come from satis- 
fied customers and repeat business. 


When you buy you get just what you 
pay for. While the easiest way is to 
buy and sell just a little lower than 
your competitor, for the long pull there 
is just one grade of goods to handle. 

The second requirement for success- 
ful selling is aggressive effort. Every- 
thing comes to him who waits, but he 
who goes after it doesn’t have to wait. 
Why is it that so many feed dealers 
take a watchful waiting attitude? The 
people from whom they buy are usu- 


ally particularly aggressive. They have. 


plenty of proof of the benefits to be 
derived from aggressive effort—yet 
many take the attitude of—Oh, well, 
when they need feed they will come 
to me. 
Three Selling Mediums 
Everyone is familiar with the usual 
mediums of selling. I am not going to 
discuss them, simply list them and 
leave the discussion to you. Divide 
them under three main heads: 
1.—General Advertising 
1.—Local newspapers. 
2.—Movie slides. 
3.—Signs. 
4.—Poster ads over the country. 
5.—Pamphlets, booklets, etc., for 
distribution. 
6.—Fairs and shows. 
2.—Special “Stunts” 
1.—Bargain days. 
2.—Prize contests. 
3.—Feeding contests. 
4.—Special stunts for attracting 
customers to the store. 
2.—Direct Solicitation 
1.—Through the medium of clerks. 
2.—Calls direct by the owner or 
manager. 
3.—Calls by manufacturer’s repre- 
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sentatives. 
4.—Telephone calls. 
5.—Direct mail solicitation. 
Manufacturers Supply Helps 

There are many of these mediums 
for aggressive selling that a dealer can 
get from the manufacturer. I was go- 
ing to say without cost, but: that isn’t 
a fact. No one gets anything of value 
these days without paying something 
for it. 

Now, when a manufacturer plans a 
sales campaign, he figures out how 
much he can spend on these various 
mediums of advertising, lays out his 
program on those lines'and goes ahead. 
Why shouldn’t the retail feed mer- 
chant do the same way? Decide how 
he is going to sell his goods, how 
much he can spend to do it, and work 
with a definite plan in mind. 

Contact with Trade 

Every dealer can improve his con- 
tact with the trade through his clerks. 
They see the trade every day, many 
successful dealers offer commissions 
through clerks and helpers on sales 
on a certain volume. Some call them 
together regularly for a discussion and 
get their ideas. If you’ve never tried 
it, you might be agreeably surprised 
at suggestions you would get. 

Dealers should all use the telephone 
more. There are dealers who have a 
regular schedule for calling their city 
and country customers. It takes only 
a few minutes of their time. In small 
towns a whole rural line can be talked 
to at one time. 

Personal Calls Profitable 

A personal call by the owner or 
manager is the real way to sell. It 
can’t be done regularly, but those 
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dealers who do the most of it are 
the most successful. A business may 
be too large for personal calls by the 
owner. If so, there may be a place 
for a regular salesman to do nothing 
else. If the territory and volume of 
possible sales is large enough, there is 
no doubt about its value. An Iowa 
dealer hires high school boys to 
sell feed after school and on Saturday, 
paying them a commission. They sell 
it too. 

Solicitation by manufacturer’s sales- 
men. You are all familiar with this 
medium of personal contact. It has 
its advantages and many disadvan- 
tages. It is just one way of contact 
to be considered. 

A Badge of Success 

Direct mail solicitation is another 
way of direct selling. Possibly the 
first letter is not as efficient as a call, 
but the cost is small and often about 
25 to 50 letters can be sent for the 
cost of one call. Trade can be reached 
regularly, cheaply and at a time when 
they have time to listen. There is one 
thing certain—an active mailing list, 
regularly used, is a badge of the suc- 
cessful merchant—proven in records of 
over 20,000 seed and feed dealers. 

The last and I think the most im- 
portant essential of successful selling 
is knowledge of the product. 

The answer to many agricultural 


BLUE RIBBON 


RESULTS DETERMINE VALUE 
PROTEIN 16144%, FAT 6% 


BROOKS MILLING CO. 


MINNEAPOLIS, MINN. 
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problems can be given by the feed 
dealer. He is in position, as no'other 
merchant, to increase the income in 
his territory by showing the way to 
cheaper production of farm products. 
It is a great opportunity—a chance 
to render that most essential require- 
ment of merchandising—SERVICE. 
Not service as represented by courte- 
ous treatment, prompt and careful de- 
livery but SERVICE of advice, given 
through your knowledge of what you 
have to sell. 
The Agricultural Advisor 

The feed merchant should be the ag- 
ricultural advisor—looked to, by the 
farmers, for the solution of his produc- 
tion problems as the banker is, on fi- 
nance—the doctor on health. 

The feed merchant who can and 
does render this kind of service has 
practically solved his sales problems. 
His customers become clients. They 
do his advertising for him. The prod- 
ucts he offers are easily sold because 
he becomes a buying advisor of his 
community and his following looks to 
him to provide the best, most econom- 
ical and profitable materials for their 
use. 

The responsibility of rendering this 
service means careful buying, intelli- 
gent purchases and intelligent distribu- 
tion of selling’ costs. All dealers ren- 
der this service to some extent but 


few have gone far enough. 

A feed merchant can’t escape success 
ii he aggressively sells QUALITY 
PRODUCTS and renders efficient 
service based on complete knowledge 
of his merchandise. 


C. B. TYLER, Meshoppen, Pa.— 
Late spring feed sales in general have 
been very satisfactory. Indications are 
that the fall volume of business will 
show great increase over a year ago. 


A. M. PALMER, Nicholson, N. Y. 
—Poultry and stock raisers in the 
Nicholson section have been buying in 
fairly good volume this spring, and un- 
less something unforseen happens, we 
are going to have an exceptional fall 
season. 


JOHN PICKENS, of George S. 
Phelps & Co., Thompinsville, Conn.— 
Early summer sales have come up to 
expectations in spite of backward wea- 
ther. This month has shown an in- 
crease which is developing into a 
healthy late summer business. 


A. J. THOMPSON, Wycomb, Pa.— 
Practically all lines of feeds are mov- 
ing satisfactorily and as far as we can 
see, the fall is going to show an im- 
provement over a year ago. 


The extra feeding value in 


BLUE RIBBON 
SWEET DAIRY FEED 


assures good profits for every buyer. 
BLUE RIBBON supplies the dairy 
farmer with Protein and Fat at lowest | 
cost in a balanced ration. 


A SURE REPEATER. 


Sold to feed dealers only and we start 
the demand for new dealers. 


TRY IT 


and you will always 


MANUFACTURERS AND DISTRIBUTORS 


NORTHERN MILLING CO. 
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BUY IT. 


WAUSAU, WIS. 
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Feed Consumption Can Be Doubled 
With Proper Advertising 


Retailer Should Be Animal Nutrition Expert To Serve Patrons 
Service Should Get New Business, Not Take It From Competitor 


DVERTISING and sales pro- 
A motion for retail flour and feed 


dealers is a very broad subject 
but I will discuss some of the phases 
that should be of interest to all of you. 
In considering retail advertising we 
first think of the proper display of 
feeds in the feed store, also the edu- 
cational material, such as pamphlets, 
bulletins and signs that are properly 
placed for the benefit of the customer; 
next the question of local paper adver- 
tising, circular letters and price-lists, 
and also direct solicitation. All of 


these are beneficial and should be con-. 


sidered. 

The application of these practices 
may be classified under two general 
heads: first, that type of advertising 
through which we take business away 
from our competitor (this is destruc- 
tive); and second, that type which may 
be labeled creative advertising, since 
through proper education of the feed- 
ers, a demand for your product is de- 
veloped and new business results. 

Tremendous Waiting Marker 

By observing the animal population 
of this territory according to reliable 
state reports, we can determine the 
feed sales possibilities. This estimate 
is slightly modified by the local grain 
and forage production. With this in- 
formation in hand it is conceded by 
good authorities that the consumption 
of feeds, including commercial feeds, 
staple feeds and grains could be dou- 
bled in a short time through the prop- 
er program of advertising. 

Plans have been successfully worked 
out by certain groups of manufactur- 
ers, such as the associated corn pro- 
ducts’ manufacturers and the linseed 
oil crushers. The American Feed 
Manufacturers’ Association is now 
working on a similar plan for commer- 
cial feeds. Your secretary can un- 
doubtedly work out a uniform plan 
that would be equally effective for 
you. 

Saturation Point Distant 

You all realize that if you carry on 
a plan of advertising, whether through 
local papers, by folders, circulars or 
personal solicitation, that attempts to 
tear down the other fellow’s business 
or replace it, you too will lose out 


By J. M. Sweeney 


Washburn-CrosbyCo., Chicago 


eventually. This is not necessary 
since the feed business has not 
reached the saturation point and, 
therefore, the development of one 
man’s business need not be at the ex- 
pense of his neighbor competitor. 

To bring about this development, 
feed merchandising is necessary. Many 
retail feed dealers are not feed mer- 
chants. They conduct feed storage 
plants and sit around and wait for 
the farmer to come in and withdraw 
a quantity of feed (in most cases the 
cheapest feed he can buy to fill in with 
his home supply). 

When the retail feed dealer comes 
to a full realization of the fact that 
his business is that of Animal Nutri- 
tion and that he should sell results 
instead of so many pounds of feed for 
so much money, he will have gone a 
long way toward putting his business 
on a sound basis. 

Study Feed Problems 

He will then study his feeds, ob- 
serve the results, keep posted on the 
activities of the experiment stations, 
take advantage of the wonderful store 
of educational material they have to 
ofter, also that offered by the manu- 
facturers; link up his advertising with 
the information broadcast from state 
institutions, other industries and the 
national advertising programs of the 
manufacturers. 

The successful dealer must be in a 
position to solve problems for the 
feeder, showing him more profitable 
returns either through grinding and 
mixing the farmer’s grains at his plant 
with concentrates that wjll meet the 
feeder’s requirements, selling him qual- 
ity and tested commercial feeds or by 
suggesting a home mixture of grains 
with staple feeds, such as oil meal, 
gluten feed or other concentrates. 

Feed Service Stations 

Many of you are now conducting 
feed service stations and enjoy a satis- 
factory and profitable business as a 
result. This necessitates getting out at 
intervals and interviewing the feeder 
and analyzing his problems in his own 
lot. In this way you get the necessary 
facts for proper feeding suggestions, 
you also make a friend of your cus- 
tomer and you are carrying out the 
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suggestion of one of our great writ- 
ers who said, “As we journey through 
life, let us live by the way.” 


The aimless and drifting policy of. 


men in the industry, retailers, job- 
bers, and manufacturers, reminds us 
of the little poem dedicated to the 
firefly: 

“The firefly is very brilliant, 

But he hasn’t any mind. 

He goes drifting down the path 

of life 

With his head-light on behind.” 

Concentrated effort on a_ definite 
plan of merchandising, educational ad- 
vertising and loyalty to the associa- 
tion, which encourages you to meet 
your neighboring competitor face to 
face and realize that he is not the 
cut-throat and reprobate that you have 
accused him of being but a real fellow 
who will listen to reason: and who 
has been misrepresented to you, will 
be a great help in solving ‘your prob- 
lem. 


G. W. SPEAR, Wyocena Farmers’ 
Co-op. Co., Wyocena, Wis.—Improve- 
ment in the feed industry was; shown 
steadily this spring. Farmers are giv- 
ing more attention to feeding values 
with the result that they are buying 
more feed. June is the big month of 
organization among feed dealers, and 
this interest is' bound to promote bet- 
ter conditions. 


M. A. JOSHEL, M. A. Joshel & 
Bros., Geneva, Ill—Sales of feed are 
improving along with the dairy con- 
ditions. As the dairy man prospers, 
so does the feed dealer. And the dairy 
man is finding that proper feed is mak- 
ing more money for him. He always 
sticks to the dealer who renders serv- 
ice and has an established place of 
business. 


S. C. SORENSON, Tomah, Wis.— 
Feed is moving fairly well these days 
with indications of picking up steadily. 
Organization is a big need of the feed 
dealers. Now that we have organized 
co-operation ought to make for better 
business conditions. 
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Your Best Summer Seller— 


Corn Gluten Feed 


The Concentrated Protein Product of Corn 


Famous As A Good Feed For 30 Years 


More dairymen are feeding Corn Gluten Feed this 
spring and summer than ever before. Prof. E. S. Savage 


of New York College of Agriculture gives a good reason 
for this. 


Read what Prof. Savage says in Dairymen’s League News 
of June 4: 


“Grain on Pastures makes more milk all the year. 
On 39 farms where grain was fed on pasture the aver- 
age production for the whole year was 6932 pounds 
per cow. 


“On 26 other farms when the cows had no grain 
on pasture the average production per cow, per year, 
was 5510 pounds. 


“Considering the summer period alone, the cows 
getting grain averaged 28% more milk per day on 
pasture than cows getting no grain.” 


Prof. Savage uses Corn Gluten 


Feed in his rations and strongly 
Corn Gluten Feed is recommends its use by other dairy- 
Manufactured by men. 
Products Co. 
ew York and Chicago 
Anheuser-Busch, Inc. Such evidence as this, backed up 
. Louis ee 
Clinton Corn Syrup Refining Co. by our advertising twice a month to 
oer over four million farmers, makes 
Corn Products Refining Co. ’ 
New York and Chicago Corn Gluten Feed a big seller in every 
The J. C. Hubinger Bros. Co. 
Keokuk, Iowa good feed store. 
Milling Co. 
arbor Beach, Michigan 
The Keever Starch Co. Keep Corn Gluten Feed in stock 
olumpus, 10 
Penick 6 Ford, Ltd., Inc. and push it as your leader. Get it 
Cedar Rapids, Iowa f: 
Piel Bros. Starch Co. rom any manu acturer. 
Indianapolis, Indiana 
A. E. Co. 
» Illinois 
Union Starch & Refining Co. Associated Corn Products Manufacturers 
Columbus, Indiana Feed Research Depariment 


208 S. La Salle St., Chicago, Ill. 
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THE FEED BAG When the first number of The 
IS PROUD TODAY Feed Bag appeared in August, 

1925, it included an editorial head- 
ed: The Need of an Organization. The closing sentence of 
this editorial was as follows: The Feed Bag hopes to be a 
factor in unifying dealer thought toward the development 
of a live dealer organization. 

Each succeeding issue of The Feed Bag carried articles 
and editorials urging organization of feed dealers in the 
Central Northwest and now, just as The Feed Bag is com- 
pleting its first year of service, such an organization—the 
new Central Retail Feed Association—has been formed. 

The call for the organization meeting was issued by 
The Feed Bag. The demand for organization among’ the 
dealers, which made it possible for the meeting to be suc- 
cessful, was fostered by The Feed Bag. The activities of 
the dealers’ Committee of Thirty, which sponsored the call 
at the invitation of The Feed Bag, were directed by David 
K. Steenbergh, managing editor of The Feed Bag, acting 
as temporary secretary of the prospective organization. 

The meeting was a tremendous success. More than 
200 feed trade men were present at Milwaukee during the 
two-day session. More than 175 dealers and guests, all men, 
attended the Get-Together Banquet. Approximately 100 
dealers were present at all the business sessions. The new 
association starts life with 157 paid dealer memberships. 

That’s why The Feed Bag is proud today. We feel 
that this great gathering of the retail feed trade, at least 
in part, was a testimonial to The Feed Bag—an acknowl- 
edgment and expression of appreciation for the service it 
is offering its dealer readers. 


YOUR OFFICIAL With this issue, The Feed Bag 
PUBLICATION makes its bow as official publication 

of the Central Retail Feed Associa- 
tion. We had hoped that our efforts might eventually be 
recognized in this way but certainly were happily surprised 
when the Executive Committee informed us that they had 
agreed, as their first official act, that they wanted The Feed 
Bag as official publication immediately, if proper terms 
could be arranged. Needless to say, there was no trouble 
about the terms. 

There will be no change in the editorial or advertising 
policy of The Feed Bag as official publication, Central Re- 
tail Feed Association. The Feed Bag has always been “The 
Dealers’ Paper” throughout its life and it will always be 
“The Dealers’ Paper”, serving all dealers, irrespective of 
affiliation. The following pledge, which we made in our 
first issue, will ever hold good: 

We pledge you, Mr. Dealer reader, that The Feed Bag 
is not and never will be the organ of any jobber, miller, 
manufacturer or group of the same. Its sole interests are 
in the dealer. The Feed Bag is and will always be edited 
as a dealer organ—dedicated to the service of the dealers 
as a group in the belief that when thd group is served! so 
are the individuals comprising it. 


THE FEED BAG To every person and firm, all who 
EXTENDS THANKS co-operated and helped make the 

Milwaukee convention a success 
and the Central Retail Feed Association a reality, The Feed 
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Bag extends thanks. 

We particularly wish to thank the several speakers for 
their interesting and inspirational talks at the various ses- 
sions of the convention; the members of the Committee of 
Thirty for their valuable work; and last but not least, the 
manufacturers, millers and jobbers, donors of the mixed car 
of flour and feed given as an attendance prize at the con- 
vention. 

There is no question but what the mixed car helped 
swell the association membership, and during a period when 
there really was no association, but its greatest value was 
as a token of good-will and unselfish interest from the 
wholesalers to the retailers. The work of the Committee 
of Thirty speaks for itself. The speakers, we know it is 
unanimous, Herbert N. Laflin, Cornelius Corcoran, Fred S. 
Gilchrist, J. M. Sweeney, C. N. Barrett, J. M. Ullman, Bent- 
ley Dadmun and B. L. Jones, have no peers. 

What more can we say—no words can be trite when 
coming from the heart—we thank you. 


THE SNARE OF We were impressed by a 
COMPETITIVE PRICES | statement made on the floor 

of the United States Senate 
that the Government’s method of buying airplanes on a 
competitive bid basis has been a costly experience. One 
of the evil effects has been placing the emphasis on cheap 
manufacturing methods rather than developing better 
planes. Ultimately, of course, the industry will suffer be- 
cause foreign planes will be so much better that nobody 
will want an American plane. 

The United States Government is not the only one chas- 
ing the rainbow of competitive prices. There are ‘many 
purchasing departments who point with pride to the money 
they save through getting competitive bids. But at the 
end of the year the books show it to be a saving that was 
never banked. 

There is a lot more to purchasing than seeing how cheap 
you can buy. The really big-gauged purchasing agent uses 
his office to further the broad interests of the business; not 
merely to squeeze a few pennies out of some over-anxious 
seller. He can be, and often is, the sales manager’s most 
important ally. He can establish and intrench contracts 
which over a period of years will be of? inestimable value 
to the business in maintaining a uniformity of quality in its 
product. 

Last but not least, he can, through fair dealing and sound 
judgment, build up avenues of supply which in times like 
1920 will place his company. in an enviable position. Buti 
he can't do these things if he is just a peanut purchasing 
agent. He must recognize quality—Sales Management. 


NEXT YEAR’S The secretary of the Central Retail 
PLANS STARTED Feed Association has already start- 

- ed work on plans for a bigger and 
better convention next year. All things can be improved 
with effort, and time will prove the successful Milwaukee 
convention no exception to the rule. If you were sur- 
prised this year, we guarantee you will be astounded at 
the meeting in 1927. We want three times as many mem- 
bers and three times as many dealers present next year. 
Let’s get them! 
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HERE IT IS-THE REMARKABLE, NEW 
Fly Control for Livestock! 


Homestead Fly Salt—bringing NEW PROFITS To Dealers. 


STOPS FLIES FROM Homestead Fly Salt, the 


BITING STOCK— _ new salt feed for internal 
SUPPLIES NECESSARY consumption, stops vicious, 
SALT. stable flies from biting stock 
and supplies necessary salt. 
It is the Original and is protected by a patent issued by : Congenseds 
the United States Government Patent Office. ; ey Stock 


| 


ECONOMICAL IN USE— Homestead Fly Salt is 
SAVING TIME, LABOR, fed like ordinary salt, and 
MONEY. 


about two weeks are required 
for it to work through the 
animal and to take effect. The excretions on the hide re- = 
pulse the vicious, biting stable flies, and while the flies SW MUTCHINSON, 

light on the animals, they do not bite or penetrate the hide. 5 atin 

No external preparations are needed, and Homestead Fly Salt 
is not only economical in cost, but saves stockmen, dairy- 
men and farmers time and labor. This new salt feed is 
made of our well-known Triple Salt and otherelements burlap sackshaving special cot- 


ton lining, and carring 100 lbs.—attrac- 


cai ke packed in 100 lb. sacks. tively stenciled in black and red. 


i 
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SAVES HUNDREDS OF Homestead Fly Salt saves farmers hundreds of dollars 
DOLLARS IN CATTLE formerly lost due to the biting stable flies. No more bunch- 
AND MILK PROFITS. ing, milling, fighting with the resulting loss in cattle weight. 

No more irritated, pestered, maddened milk cows with re- 
duced milk yield. A safe, sane fly control, worth its weight in gold to your farmer friends. 


MORE PROFITS AND Thousands of cattlemen, dairymen, and farmers in 
BIG OPPORTUNITIES the Central Western States are protecting their cattle and 
FOR YOU. milk cows this summer by feeding Homestead Fly Salt and 

every farmer, dairyman or stockman in your territory needs 
this remarkable product. Everywhere it attracts favorable attention. Homestead Fly Salt 
gives you the opportunity to develop a new and worthwhile summer business. It brings you 
new profits and attracts new customers to your store. 


GET COMPLETE INFORMATION NOW 


Complete information about Homestead Fly Salt, Price Quotations, Advertising Co-operation, etc. 
will be sent you on request. Write now--here is a real opportunity. 


THE BARTON SALT COMPANY 
HUTCHINSON, KANSAS 


Barton Quality Salt products from Hutchinson, Kansas, ‘“‘The Salt Cellar of America’ have been in constant 
use in the Middle-Western States for forty years. Over 2,000 carlot dealers and thousands of progressive grocers 
in cities and towns recommend and boost Barton products. 
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‘“‘THE SALT CELLAR OF AMERICA”’ 


Science Controls Modern Milling 
Tests Maintain Standards 


Relation Between Milling Capacity, Grain And Flour Storage Space 
And Power Capacity Effects Value of Mill; Transportation A Factor 


By William Y. Armstrong 


Standardization Department, American Appraisal Company 


ODERN flour milling prac- 
tice is decidedly different in 


technical control than the 
rule of thumb methods employed 
not more than twenty years 
ago. The flour mill of today includes 
a complete chemical and baking labor- 


Modern Sifting Machine 


atory by which the chemical content 
and baking quality of the flour is con- 
trolled. This is effected by determ- 
ining the constituents of the flour de- 
sired and from chemical analysis of 
the wheat, determining the exact pro- 
portions of different grades of wheat 
that will result in a flour of the de- 
sired analysis. 

The experimental baking performed 
in the testing laboratory grades the 
flour according to its baking quality 
and determines the effect of the vari- 
ous constituents, including the several 
kinds of bleaching agents used, upon 
the baking quality of the flour. 

Chemistry Is Important 

In modern milling practice an im- 
portant factor in the effective control 
of operations is the accurate recording 
of the quantity and chemical composi- 
tion of the wheat used and the quantity 
and quality of the products produced. 
A study of these records reveals many 
interesting and important facts, and 


mill managers have perfected these re- 
cords so that, at a glance, they can 
tell the present operating efficiency of 
a mill as compared with its record at 
some previous date or with other mills. 

One of the most important of these 
records is the yield of flour obtained 
from the wheat. The average mill 
under ordinary operating conditions 


| turns about seventy-five per cent of 


the wheat into marketable flour, sev- 


Mr. Armstrong, author of this 
article, has been engaged upon 
the appraisal of properties going 
into the recent large flour mill 
mergers. The first installment 
of the article, which was written 
expressly for the American Ap- 
praisal News, was published in 
the June number of The Feed 
Bag. 


enty-two. per cent being “straight,” or 


ordinary white flour, and the remain- . 


ing threa per cent being a low grade 


f| or “red dog” flour. Of the remaining 


twenty-five per cent, approximately 
fifteen per cent is bran and ten per 
cent middlings. 


Influence of Transportation 


The movement of the flour milling 
centers from the east coast to the 
middle west during the nineteenth cen- 
tury was the result of a combination 
of factors, including principally loca- 
tion in respect to wheat growing cen- 
ters and transportation facilities. The 
three largest milling centers in the 
United States at the present time, 
Minneapolis, Kansas City, and Buflalo, 
owe their positions not to the work 
of far-sighted millers in promoting 
enough business to establish a “milling 
center,” but to their geographical loca- 
tion in respect to wheat growing areas 
and flour-consuming areas and to the 
transportation facilities at these loca- 
tions. 


While there are several other fac- 


tors which influence the selection of 
mill sites, such as labor supply and 
climatic conditions, it is not very prob- 
able that the milling centers of the fu- 
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ture will move very far, if at all, from 
the three centers mentioned above, 
since these locations embody all the 
desirable features of a mill site. 


Value of Flour Mills 

Since the flour milling business is 
highly competitive, being regarded as 
a “gamble” by many, a study of the 
economic side of the industry, the op- 
erating efficiency of the machinery, and 
the balance between property invest- 
ment and earnings is very valuable to 
mill executives. Many properties 
originally built some fifty years ago 
have been remodeled and extended,— 
with an increase in capacity due to the 
installation of modern milling equip- 
ment,—but in most cases these mills 
present a sad comparison to the mod- 
ern mills built within the last five 
years, as the modern properties em- 
body all the desirable features gained 
through the experience of the others. 
A comparison is well shown by the 
pictures last month. The remodeled 
flour mill shown was built originally 
in the latter part of the nineteenth 


Buhr Mill of Eighteenth Century 


century with a capacity of seventy-five 
barrels per day, but was expanded in- 
termittently to the present day until 
its capacity is now 900 barrels per day 

The modern flour mill shown was 
constructed less than three years ago 
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Average Proportion of Products in Wheat 


and presents all the desirable features 
with a capacity of 6,000 barrels per day 
in arrangement and design necessary 
for efficient operation. 
Storage Space at Mills 

Another large difference in milling 
properties exists in the relation be- 
tween grain storage space, flour stor- 
age space, horse power capacity, and 
milling capacity, and these differences 
all affect the cost of milling flour. Or- 
dinarily a mill dependent entirely upon 
its own physical properties to provide 
grain storage space should have space 
to store enough wheat to allow the 
mill to operate at full capacity for at 
least thirty days without further pur- 
chases of wheat. Such is the case with 
mills located at some distance from a 
wheat terminal, but mills located in 
the immediate vicinity of grain eleva- 
tors or closely associated with elevator 
companies do not require nearly as 


much grain storage space. 

The balance between flour storage 
space and milling capacity is quite va- 
riable and depends to a large extent 
on the type of business that is con- 
ducted and on the policy of the man- 
agement regarding stock turn-over. 
As a rule, mills catering to family 
trade must maintain much larger flour 
storage warehouses than ones shipping 
to large bakers and jobbers, and this 
difference in property investment per 
barrel of capacity results in a corres- 
ponding difference in milling costs per 
barrel on account of the. fixed charges 
resulting from the additional construc- 
tion. 

Excess Power Liability 

Likewise with the power capacity as 
compared to the milling capacity. The 
average mill requires from three-tenths 
to one-half horsepower per barrel of 
mill capacity to drive the grain clean- 


DANIEL F. RICE 


225 POSTAL TELEGRAPH BLDG., 
Careful Personal Attention to Speculative Trades in Future Markets 


GRAINS, PROVISIONS, COTTON 


MEMBER CHICAGO BOARD OF TRADE 


CHICAGO 


PHONES: HAR. 0622—HAR. 0625 


Honesty 


INTEGRITY 


EXCELLENT SERVICE 
RIGHT PRICES 
RELIABILITY 


CUSTOMERS SATISFIED 
KNowN WORTH 


100% FOR THE DEALERS 


HERRICK FEED COMPANY, INC. 


WHOLESALE FEED SHIPPERS 


HARVARD 


PHONES 135 and 118 


-: ILLINOIS 


ing and flour milling machinery and 
any additional power capacity required 
is a burden to the property. 

Since wheat represents approximate- 
ly eighty-five per cent of the entire 
cost of flour and, further, since wheat 
in the form of flour is the chief food 
stuff of the white race, its cultivation 
and manufacture into flour has and 
probably always will play an important 
part in world politics and economics. 
Although during normal times Europe 
produced fifty per cent of the world’s 
wheat crop, European wheat produc- 
tion suffered a decided collapse during 
the World War and has not yet re- 
vived. This collapse served as a boom 
tc. the American wheat growing indus- 
try and flour milling business. This 
boom is illustrated in a comparison of 
the United States wheat production 
before, and during and after the war, 
as follows: 

1911— 625,000,000 bushels 
1915 —1,020,000,000 bushels 
1919 — 965,000,000 bushels 
1924— 850,000,000 bushels 

The boom in Canadian wheat as a 
result of the European collapse has 
been just as great and at the present 
time Canada exports more wheat than 
the United States. This is a condi- 
tion that merits particular considera- 
tion since the flour made from this 
exported wheat is placed on the world 
market in competition with American- 
made flour and may, in the future, ser- 
iously imperil the American export 
wheat and flour business. 


AL. GLOVER, of C. & L. Glover, 
East Randolph, N. Y.—Our early sum- 
mer sales have been greater this year 
than ever before. Our entire organi- 
zation is particularly optimistic in its 
outlook for a good late summer and 
fall trade. 


JOSEPH H. CLAUDEN, grain and 
feed dealer at Gridley, Ill., has filed a 
petition in bankruptcy, listing his lia- 
bilities at $156,182, and assets at $88,- 
870. 


The 


Hadden Grain Co. 


300 MITCHELL BUILDING 


4 4 YEARS IN THE 
GRAIN TRADE 
at MILWAUKEE 


ORDERS FOR FUTURE 
DELIVERY SOLICITED 


Phone Broadway 642 
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Manutacturer Has Important Place 


In Feed Business 


Carry Burden Of Campaigns To Give Feeders Best Results 
Seek Dealer Co-operation For More Progress In Industry 


By F. S. Gilchrist 


Sales Manager, Minneapolis Division, Purina Mills 


HE feed business is a REAL 

business. In 1920, the amount 

of money spent in the United 

States for automobiles was $1,326,268,- 
000.00. 

In 1920, the amount of money spent 
for feed not raised on farms was $1,- 
097,463,000.00. Do you feel that you 
got your share? 

God Bless the Farmer 

You are dealing with the farmer. I 
want to give you a few figures from 
Compton’s 1924 report: 

The annual output of poultry, 
eggs and honey equals the entire 
yearly production of all of Ameri- 
ca’s oilwells, plus $250,000,000.00. 

The live stock supplied by farms 
in one year equals the annual out- 
put of automobiles and farm im- 
plements, plus $350,000,000.00. 

The yearly corn and wheat crop 

~ equals the total yearly earnings of 
all of our railroads, plus $750,000,- 

090.00. 

God bless the farmer! Deal with 
him gently—he is the foundation of 
our business. 

The Manufacturer’s Place 

The place of the feed manufacturer 
in the development of the feed busi- 
ness is to do for the feeder, on a com- 
mercial basis, what he would do for 
himself if he had the volume to jus- 
tify the equipment and knew how to 
use it. 

(1) He would locate mills at 
strategic points in order to 
reach the most economic 
grain markets and to secure 
best freight rates. 

(2) Having a large volume of 
distribution, he would be in a 
position to purchase, through 
trained buyers, large quanti- 
ties at the lowest possible 
cost, and to select QUALI- 
TY INGREDIENTS. 

(3) He would test every car be- 
fore, it is taken into his mill 
to see that it ran true to an- 
alysis. 

(4) He would have trained lab- 
oratory men to analyze his 
rations to see that they ran 
according to a standard of 
formula. 


(5) He would employ experi- 
enced millers and would in- 
stall efficient machinery to in- 
sure uniform mixing of his 
rations. 

Manufacturers through educational 
advertising and service work in the 
field, are educating feeders toward bet- 
ter stock. We arg teaching the poul- 
try man to cull his flock for non-lay- 
ers; the dairyman to eliminate the 
boarder from his barn; that better live 
stock means more profitable results 
from feeding operations. This means 
more interest, better feeding methods 
and more business for the retail feed 
dealer. 

Manufacturers are following 
through to see that the feed is fed 
right. We are putting feeding direc- 
tions in the bag, our salesmen are do- 
ing service work in the field, and we 
are training our dealers to instruct 
their feeders in proper feeding meth- 
ods. 

The Dealer Important 

A dealer is an important link in our 
chain of distribution, for if he did not 
exist, he would have to open ware- 
houses, retail stores, train managers, 
purchase trucks, open books, etc., to 
give the same service to the feeder that 
the dealer can and shou!d give. Asa 
matter of fact, the dealer is in a better 
position to give this service on ac- 
count of his divided over-head. 

However, the dealer is entitled to 
his service charge or profit only when 
he renders a worthwhile service. That 
is why dealers should know feed chem- 
istry, animal nutrition and better mer- 
chandising methods. That fs why they 
should get out in the feed lots and 
find out what their customers need. 

Feed Business Changed 

The feed business has changed. No 
longer can a feed dealer sit on a sack 
in front of his store, wait for some 
customer to come along and pull the 
sack out from under him. This is an 
age of service. ; 

Your biggest competition is lack of 
understanding on the part of the feed- 
er. You can’t sell him the grain he 
grows on his farm, but you can teach 
him that by adding commercial feeds 
to his farm grains, he can balance a 
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ration that will lower his cost of pro- 
duction, and YOU sell the commercial 
feeds. 

Much Undeveloped Business 

In the Netherlands, the average 
cow produces yearly, 7,585 pounds 
of milk. The yearly average for 
the United States is 3,627 pounds. 
Laugh that off! 

The average hen produces 72 
eggs per year. You men who have 
neighbors with 200 egg hens think 
this over. Forty per cent of our 
pigs are lost between farrowing 
and weaning time. There is a real 
job for you. 

“Weed, Breed and Feed”, or as 
Dr. Eccles so aptly puts it—‘Feed, 
Weed and Breed”. You are in the 
feed business. 

Analyze your territory for animal 
population. The average hen con- 
sumes 70 pounds of feed per year; 
the average dairy cow consumes a ton 
and a half of dairy ration per year. 
Use your information from state bul- 
letins and farm papers and get the 
number of animals in your territory, 
multiply it by tons and get a real 
shock. Don’t worry about your com- 
petitors—the chances are that both of 
you are passing up enough tonnage 
to double your business. 

Keep Abreast the Times 

Here’s an extract from the June bul- 
letin of The National City Bank of 
New York. 

“It is in the light of these facts 
that we may evaluate many of the 
complaints we have been hearing 
about “poor business”. The truth 
of the matter is that business nor- 
mally is a strenuous game, and 
only in highly abnormal times can 
every one make money. 
Everywhere in manufacturing and 
distribution, the watch-word is in- 
creased efficiency and economy of 
thought. 
Business flows on in constantly- 
changing trends, and, generally 
speaking, the business man who 
has discerned and is adapting him- 
self to the flow is making money, 
while he who has gotten into the 
eddy does not”. 

This is going to be a big year in 
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the feed business for PROGRESSIVE 


dealers. Hook up with the co-opera- 
tion that is being offered to you by 
your state bulletins, by your Wiscon- 
sin farm papers. You are exception- 
ally fortunate in having The Feed 
Bag for an ally. 

Get yourself on a service basis and 
you will be surprised to find how will- 
ing your cow testers, your county 
agents and your bankers will be to co- 
operate with you. 

You need make no apology for be- 
ing in the feed business. Remember 
that the man who makes the most 
money out of a good feed. is the man 
who feeds it. This is a clean business. 
let's keep it clean. 


S. Howes Co. Silver Creek Works 


=~ WHEAT FEED 


Wheat Low Grade Flour, Red Dog, Middlings 
Bran, Screenings not exceeding mil run 
— CRUDE PROTEIN 15.7% 
CRUDE FAT - - 4.6% 
CRUDE FIBRE - - 83% — 
ST. PAUL, MINN. —— 


Office 315 Corn Exchange ~~ 
\ MINNEAPOLIS, MINN. 
AS 


If your slogan is “TO MAKE A MILLION 


DOLLARS” we can help 


you make it by selling 


Queen Wheat Feed, 


a feed that will increase 
your sales. 


Our feeds are sold direct to 
dealers. One dealer in a 
town. 


Can furnish QUEEN in straight 
or mixed cars with CHERO- 
KEE PURE BRAN or CHE- 
ROKEE MIDDLINGS. 


now. 


Chamber of Commerce 


LINSEED MEAL 


We want to quote every carload buyer of 
Linseed Meal in the territory served by 
Minneapolis and Superior Mills. 
ways have Linseed Meal to offer. 
a post card today and we will wire quota- 
tions tomorrow. If you don't know us, look 
us up. We have meal for quick shipment 


We al- 
Send us 


STUHR -SEIDL COMPANY 


MINNEAPOLIS 


We make—SPENCE FLAX SCREENINGS—LaBudde Sells 


S. Howes Co. Inc. Buys 
Racine Firm 


S. Howes Co., Inc., Silver Creek, N. 
Y., manufacturers of the famous Eu- 
reka mixers and corn crackers and the 
largest producers of grain and seed 
cleaning machinery in the world, have 
purchased the Johnson & Field Manu- 
facturing Co., Racine, Wis. 

Johnson & Field machines enjoyed a 
wonderful reputation throughout the 
country, which A. C. Barbeau, presi- 
dent of S. Howes Co. admits in say- 
ing, “There would have been no in-- 
centive in our taking over this line of 
fanning mills had it not been for the 
wonderful reputation enjoyed by the 
machines.” 

The home of Eureka and Invincible 
products at Silver Creek is one of the 
most modern milling machinery plants 
in the country, and it is the intention 
of S. Howes Co., Inc., to dismantle the 
Racine plant and consolidate all activi- 
ties in the East. 

S. Howes Co., Inc., was established 
in 1856 and has enjoyed a_ steady 
growth. Officers of the company are 
A. C. Barbeau, president; M. L. Bar- 
beau, treasurer and W. K. Miller, sec- 
retary. 


BURLAP BAGS 


WANTED 


Convert your accumulation 
of emptied feed bags into 
cash. Write us for prices. 


No Quantity too large 
or too small. 


NATIONAL BAG MNFG. COMPANY 
725-29 Washington Ave. South 
MINNEAPOLIS, MINN. 


BUYERS—vsep or—SELLERS 


ALL KINDS 
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King Midas Mill Was First ‘To Make 


New “Patent” Flour 


Historic, Modern Plant At Hastings, Minn., Boasts Of Well-Kept Park 
High Lighted Windows Of Mill Add Much Beauty To Spot Each Night 


; HE home of King Midas flour 
| is the Gardner Mills, located in 
one of the very oldest of Min- 
nesota cities, 
namely Hast- 
ings, Minn. It 
is of interest 
to record that 
the discovery 
of the “New 
Process” or so 
called “Pat- 
ent” flour was J 
first made by 
Stephen 
Gardner in the 
Gardner Mills 33 
of Hastings. It 
is the same 
Gardner Mills where King Midas flour 
is made today, which pioneered in 
many of the new milling machine in- 

ventions. 

Site is Beautiful 

The Gardner Mills, the home of 
King Midas flour, is picturesquely sit- 
uated on the Vermilion river, amongst 
very attractive surroundings. The mill 
niaintains a spacious well-kept park, 
with an abundance of shrubbery and 
flowers of many varieties. 

Along side the mill are the falls of 
the Vermilion river, tumbling through 
a rocky gorge. On a summer's day 
the visitor may pass many enjoyable 
hours by the margin of the little river, 
listening to the water splashing over 
the falls and the soothing rumble of 
the busy mill. At night, the lighted 
windows of the high mill add new 
beauty to the place. 


Modern Machinery Used 


The same plan of painstaking effort 
which has given exterior beauty to the 
mill, has also been carried out within 
the plant. Every modern milling de- 
vice is utilized in the process of milling 
King Midas flour. 

The mill employs the most elaborate 
cleaning and wheat washing equip- 
ment. The battery of wheat washing 
machines thoroughly washes and 
scours each kernel of wheat before it 
is milled, just as precisely as if each 
kernel had been picked up and scoured 
by hand. 


Ship Mixed Cars 
The King Midas Mill Company’s 


Falls at the Mill 


plant at Hastings has a daily output of | than twenty years. During these many 
5,000 barrels, consisting of wheat flour, successful years, the policy of produc- 
durum semolinas and flour and rye’ ing a flour of unfailingly high quality 
flour. A large has been most rigidly adhered to. The 
portion of the trade recognizes in King Midas, a flour 
King Midas of outstanding merit and the big  vol- 
ume of business now being done by 
the King Midas company is indeed a 
gratifying reward for the strict observ- 
ance of the “Quality Policy”. 


company’s out- 
put is shipped 
in mixed cars 
of flour and 
millfeed. Their 
Cloverleaf pure 
wheat bran 
and Snowball 
flour middlings 
enjoy a_ very ALEX CAMPBELL has engaged 
favorable repu- in the flour and feed business at Aus- 
with Mine 
flour and feed 
dealers. VALLEY BAKING CO. has been 
The slogan, “The Highest Priced reorganized at Wisconsin Rapids, Wis. 
Flour in America, and Worth All It Dan McKercher, president of the Cen- 
Costs”, has been identified with the tral Retail Feed Association, is asso- 
King Midas Mill Company for more ciated with the new baking firm. 


SHUMWAY SEED CO. will re- 
model its building at 118 South First 
Street, Rockford, 


Western Terminal Elevator Company 


Can ship direct from our terminal at Sioux City or from our country elevators 
ie Wire for delivered price on corn and oats * 
GRAIN EXCHANGE SIOUX CITY, IOWA 


COTTON SEED MEAL 


NUT AND PEA SIZE CAKE 
ALL GRADES 


Quoting spot and 
future shipments. If 
you are not getting 
our quotations we are 
both losing. Send 
name for market let- 
ters. 


Registered in All States 


MARIANNA SALES CO. 


MEMPHIS, TENN. 
Quality and Service Guaranteed 
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DEALERS OPTIMISTIC 


Eastern Federation 
Meeting Successful 


By E. C. 


S pencer 


Eastern Representative, The Feed Bag 


ORE progress has been made 
M in the manufacture and mix- 

ing of stock feeds in the past 
ten years that any time in history, and 
more progress will be made during the 
next ten years than heretofore, F. G. 
McMillen, eastern salesmanager for 
the Ralston Purina Company _ told 
more than 300 
members of the 
Eastern Feder- 
ation of Feed 
Merchants in Buf- 
falo, June 24-25. 
This fact, realized 
by the feeder, is 
making him more 
and more depend- 
ent upon the deal- 
er and manufac- 
turer. 

We may divide 
the whole scheme into three parts; the 
manufacturer, dealer, and the feeder, 
Mr. McMillen said. The first two 
are important, but the third is the 
backbone of the industry. Therefore 
we aim to do for the feeder what he 
would do for himself if his volume 
of business justified the equipment and 
crganization, and if he knew how to 
use it. 


W. S. Van Dersee 
President, E.F.F.M. 


Dependent on Each Other 


It is important that we look after 
the dealer, he said. If we prosper, 
we must see that the dealer prospers 
and likewise the dealer is dependent 
upon the feeder, so it is the dealers’ 
and manufacturers’ gain to see that 
the feeder is successful. In his feeds, 


he must have the right variety of pro- ° 


tein, mineral and gluten content to- 
gether with palatibility. Manufactur- 
ers have hundreds of experimental 
tests in operation, determining the 
most economical method of production 
for these feeders. 


Maximum production at minimum 
cost is the aim of the’ feeder, and the 
dealer can do much for the feeder as 
well as for himself through sugges- 
tions of formulae. The farmer appre- 
ciates the fact that manufacturers are 
doing more through analysis, tests, ad- 
ditions and refinements of feeds, and 
he is becoming more and more de- 
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pendent upon them. 
Seven Milling Essentials 

Seven things stand out in the mill- 
ing business, Mr. McMillen said. 
I'irst, location of the plant; second, 
quality of ingredients; third, testing of 
every carload; fourth, balance in feed; 
fifth, culling or weeding out of cattle 
or poultry; sixth, teaching the farmer 
how to feed and seventh, eradicating 
the opposition from certain officials be- 
cause the milling business is on a com- 
mercial basis. We might add to these 
that the price should be made right. 

In the future I look for better stock, 
better and more accurate feeding and 
closer relations among the _ three 
branches of the industry. 


Dealer Needs 15% Margin 

Fifteen per cent added to the cost 
of feeds, allows reasonable profit for 
the dealer, A. J. Thompson, of Wy- 
combe, Pa., told fellow merchants. Mr. 
Thompson used a chart, and visual- 
ized his address as having been the 
actual experience of a feed dealer. 
With a turnover of $90,000 worth of 
stock in a year, he showed that with 
a 15 per cent profit, the dealer was 
making $13,500. 

Out of this he would pay rent, in- 
terest on borrowed money, salaries and 
incidentals, leaving for the owner, a 
reasonable salary and profit. Mr. 
Thompson said that a merchant sell- 
ing for less than 15 per cent profit is 
standing on dangerous ground. A 
discussion followed, and it was brought 
out that the average dealer does not 
keep a cost account, and is not sure 
of the percentage of his profits. 

Eastern Outlook Good 

C. A. Coddington, of Auburn, N. Y., 
spoke in optimistic terms regarding 
the future outlook of the feed business 
in the east. He said that co-operative 
buying among farmers had succeeded 
in those regions where the service of 
the feed dealers was poorest. It has 
failed in those sections where the serv- 
ice rendered was good. He recom- 
mended that that question be studied 
as an economic problem by feed deal- 
ers. He said that, in his opinion, 1926 
will be a profitable year for the in- 


(Continued on Page Twenty-three) 
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Swer. 


never fail. 


Service -+ Co-opera 


The retail feed trade is more alert at 
a result the entire tone in the industry is 
Other factors in the trade, the manufactu 
It is our opinion that June has marked the 
What happened in June? 
Briefly, it is this: More bonafide ffi 
sections of the country during June than 
perhaps, is this: The discussion by these 
sounder and more progressive than ever b 

The entire spirit of the trade is SE 
The dealers unanimously desir 
and the manufacturers and jobbers appear ff 
to be more CO-OPERATION, also, be 
co-operation is going to be THROUGH 


The articlegfi 


Prosperous Year Log 
Boom Near, Iq 


est, Wis.—Every feed dealer 
feels confident that the feed 
industry is going to prosper. Feeds 
are moving better than ever before 
with every feeder realizing more and 
more the value of prepared feeds. Or- 
ganization such as we have just com- 
pleted in the Central Retail Feed As- 
sociation is going to help us all if we 
stick together. 
R: YORK,.1..W: York & Co. 
Portage, Wis.—Legitimate competition 
is a big problem for the feed dealer 
tody. A man established as a feed 
dealer is entitled to a fair profit, but 
he is being undersold in many in- 
stances by some direct to consumer 
competitors. Feed is going to move 
better. The demand is getting more 
firm and feeds themselves are getting 
better. 


NDREW HALSOR, DeFor- 


* * * 


Cc. A. PORTER, Fox Lake, Wis.— 
There is no question but what the feed 
business is improving. Day by day, 
the amount of feed sold is greater. The 
farmer is studying his feeding needs 
more and more, with the result that he 
realizes the value of feed and buys ac- 
cordingly. 

W. J. McARTHUR, Elgin Flour & 
Feed Co., Elgin, I1l—In our part of the 
country we pay close attention to the 
dairy situation and the feeding needs 
of the dairy farmer. He is a big buyer 


and of late he 
value feeds whi 
ness to us. 
* 

JACOB HETE 
Co., Delavan, \fs. 
proving. We af 
another grinder 
water power mags 
us. 


JOE FREE, 
keep in close tq 
and pay him fm 
business and 
* 
M. W. BURK]! 
Casco, Wis.—F@ 
in our section t 
ing up steadily. \ 
year. 
T. G. CLARK, 
Thompson Ridg 
are showing alg 
feed trade in ow 
er has held bat 
farmers are defy 
just now. We 
ing and a fighif 
brush, which if 
crop. 
J. O. YEOM4 
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tion == Good Business 


tipresent than it has been in many years and as 
ptimistic and business prospects are favorable. 
s, millers and jobbers, are similarly “on the job”. 
beginning of the greatest year in feed history. 
included in this center spread provide the an- 
ilers attended trade meetings in two different 
wke ever assembled heretofore. 
tailers indicates that their business ideas are 


bépre. 


HE DEALER. 


‘WICE, and any business which really serves will 
r@ito sell feeding values rather than merely feed 
r filling to co-operate with them. 
twen the feed industry and the feeder—and that 


More important, 


There is going 


ms For 


Feed Industry 


terviews Indicate 


sticking closely to 
hi@ means more _ busi- 


* * 


Hetzel Milling 
.—Business is im- 
af planning to install 
r@Delavan. Our cheap 
nafs this profitable for 


* * 


E,fColumbus, Wis.—I 
with the farmer 
fmdly calls. It gets 
m#s good friends. 

fe x 

KYB. & H. Milling Co. 
-F@ was moving slow 
tl spring but is pick- 
y.We look for a good 
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AK, Clark Brothers, 
id’ N. Y.—Conditions 
aigmprovement in the 
oulfection. Cold weath- 
ba pasture and many 
dejfding on the dealer 
e @ encouraging spray- 
ghiRgainst devils paint 
iMfesting the alfalfa 


* * 


M4S, Coxsackie, N. Y. 
susiBS is with the dairy- 
ot@p but feel excep- 
nis#as to late summer 

ere is no doubt but 


what prohibition has had a stimulat- 
ing effect upon the feed dealers’ busi- 


ness, inasmuch as ice cream is replac-- 


ing beer as a refreshment. Conse- 
quently the dairyman is breeding and 
feeding the best cattle, giving more 
serious thought to feed, and watching 
his formulae. Our business has shown 
a gradual improvement in the past 
five years. 
H. D. CLARK, Westown, N. Y.—- 
The farmer is very well situated, crops 
itt our section have been good, and we 
expect to do a profitable fall and fate 
summer business. The past season has 
been very favorable. Although collec- 
tions have been slow, the farmer is 
making good this summer and will be 
able to pay up this fall. 
* 
W. E. WALDORF, Acme Milling 
Co., Olean, N. Y.—The future looks 
very bright in our section, from the 
standpoint of scratch and stock feed. 
The past few months have been a little 
dull, but there is every indication of 
improvement. 
A. E. HARRISON, JR., feed brok- 
er, Middletown, N. Y. said that pres- 
ent crop and pasture conditions in the 
eastern section of New York state are 
such that dairymen will have to start 
feeding early this year and will begin 
buying in larger volume during the 
first fall months than for a number of 
years past. 


McKercher Heads New 
Retail Association 


By David K. Steenbergh 


Secretary, Central Retail Feed Association 


ERMANENT organiztaion of 
P the Central Retail Feed Asso- 

ciation was completed at the 
greatest gathcring of the retail feed 
trade ever held in the Central North- 
west, meeting at the Plankinton Hotel, 
Milwaukee, June 22-23. 

The new association starts life with 
157 paid members, all bonafide retail- 
ers, for the Central Retail Feed As- 
sociation constitution makes no _ pro- 
vision for mill, jobber or other associa- 
ate memberships. Members, present at 
the convention, were from three states 
— Minnesota, Illinois and Wisconsin. 


McKercher As President 

Dan W. McKercher, of the McKer- 
cher Milling Co., Wisconsin Rapids, 
Wis., was elected president of the Cen- 
tral Retail Feed Association following 
organization Tuesday afternoon. Wil- 
lard L. Huson, of the Martin ‘Calf 
Feed Co., Mineral Point, Wis., was 
elected vice-president; Bentley Dad- 
mun, The Dadmun Co., Whitewater, 
Wis., treasurer; B. L. Jones, Sage-Fi- 
field Lumber Co., Delavan, Wis., di- 
rector for three years; F. Kern, Spar- 
ta Produce Co., Sparta, Wis., director 
for two years; and R. E. York, I. W. 
York & Co., Portage, Wis., director 
for one year. 


David K. Steenbergh, managing edi- 
tor of The Feed Bag, Milwaukee, was 
elected secretary of the association, in 
accordance with the provisions of the 
constitution, by the Executive Commit- 
tee, consisting of all the officers and 
directors, immediately, following the 
final session of the convention Wed- 
nesday afternoon. The Feed Bag was 
authorized as the official publication of 
the Central Retail Feed Association. 


The Feed Bag Responsible 

All of the more than 200 feed trade 
men, members and visitors at the con- 
vention, were unanimous in commend- 
ing The Feed Bag and Mr. Steenbergh, 
who had been acting as temporary sec- 
retary of the organization movement 
since its inception. The convention call 
was issued by The Feed Bag and, at 
its request, sponsored by a dealers’ 
Committee of Thirty. The Committee 
of Thirty held one meeting at Milwau- 
kee, May 18, but practically all organi- 
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zation work including solicitation of 
members, was carried on from The 
Feed Bag office and through The Feed 
Bag. 

In comparing the first annual Cen- 
tral Retail Feed Association conven- 
tion with other similar feed conven- 
tions held in this section of the coun- 
try and elsewhere 
it should be re- 
membered that 
no women were 
present and that 
if they had been 
invited, as they 
likely will be in 
the future, the at- 


tendance would 
have been dou- 
bled. More than 


D. W. McKercher 
President, C.R.F.A. 


175 feed men at- 
tended the single 
entertainment feature of the conven- 
tion, the Get-Together Banquet, which 
taxed the facilities of the Plankinton 
Hotel banquet room to the limit, Tues- 
day evening. 


The Feed Bag First 

The first published report of the con- 
vention was that of the first day: ses- 
sion, at which organization was com- 
pleted and officers elected, included in 
the miniature Convention Number of 
The Feed Bag, distributed at the Get- 
Together Banquet, less than two hours 
after the votes had been counted. The 
secretary's official report of the con- 
vention follows herewith: 


Tuesday Morning, June 22 
Members and guests started register- 
ing at Convention Headquarters, mez- 
zanine floor, Plankinton Hotel, Mil- 
waukee, at 9:30 a. m. Registration was 
continued throughout the two-day ses- 
sion and 189 persons registered in that 
period. The estimated attendance at 
the convention was in excess of 200, 
as many failed to register. 
Tuesday Afternoon, June 22 
The first annual convention of the 
Central Retail Feed Association was 
called to order at 1:30 p. m., by Bent- 
ley Dadmun, who had been elected 
temporary chairman by the Committee 
of Thirty. Attendance at this session 
was absolutely restricted to retailers, 
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and approximately 100 dealers were 
present when the roll was taken by 
David K. Steenbergh, temporary sec- 
retary. 

Before proceeding to the actual busi- 
ness of the meeting, B. L. Jones, feed 
dealer at Delavan and prominent mem- 
ber of the Wisconsin Retail Lumber- 
mens’ Association, addressed the con- 
vention on The Value of Organization. 
Mr. Jones described himself as a 
“pinch-hitter”, but immediately proved 
that he deserved a regular place in the 
line-up. He described true co-opera- 
tion as idealism in action. “The feed 
trade needs organization,” he said, “to 
promote increased friendliness among 
the dealers, greater confidence and trust 
among competitors. When we know 
our competitor better—our problem is 
solved.” 

Constitution Is Adopted 

Minutes of the Committee of Thirty 
meeting May 18, were read and ap- 
proved and Chairman Dadmun_ then 
presented the tentative draft of the 
constitution and by-laws of the asso- 
ciation as prepared by the Committee 
of Thirty. Each article was read sec- 
tion by section and opportunity given 
for discussion of each clause, but with 
a few minor exceptions the work of 
the committee was approved and the 
Central Retail Feed Association defi- 
nitely organized when the constitution 
was adopted by unanimous vote. The 
by-laws were also ratified. 

The Executive Committee intends to 
publish and circulate the Constitution 
and By-Laws in pamphlet form in the 
near future but several pertinent para- 
graphs therefrom are presented here- 
with. Dealers will probably find the 
information contained in these provi- 
sions helpful in securing new members 
for the association. 

Membership: Any person, firm or 
corporation engaged in the retail dis- 
tribution of feed, flour and allied prod- 
ucts and owning or operating a mill 
or warehouse in which is kept a stock 
sufficient to meet the needs and re- 
quirements of the community and hav- 
ing an office which is open daily dur- 
ing business hours and in charge of a 
person competent to attend to the 
wants of patrons may become a regu- 
lar member of the association by ap- 
plying to the Secretary, and on being 
accepted by the Executive Committee, 
paying the required fees as hereinafter 
provided and agreeing to abide by the 
Constitution and By-Laws of the As- 
sociation. It is understood that where 
a concern operates more than one re- 
tail establishment each must have a 
separate membership. 

Annual Dues: Annual dues for each 
regular member shall be Ten Dollars 
($10.00) per calendar year, payable in 
advance and due January first of each 


Page Eighteen 


year except that for the remainder of 
the year 1926 the dues shall be Five 
Dollars ($5.00) payable in advance and 
due upon completion of organization of 
this Association. Dues for 1927 will 
be Ten Dollars ($10.00) per year for 
each and every member and will be- 
come due January 1, 1927. The Seac- 
tary shall make sight drafts upon mem- 
bers failing to. pay dues within sixty 
days after same shall become due and 
payable, and if payment is refused, the 
member may be suspended by a ma- 
jority vote of the Executive Committee. 

The Tuesday afternoon session ad- 
journed following election of officers. 
A report was presented by Joe Free, 
Columbus, Wis., chairman of the nom- 
inations committee and many addition- 
a! nominations for each office were 
made from the floor. R. L. Guptill, 
Producers & Consumers Co., Genoa 
Junction, Wis., and Otto Timm, J. H. 
Timm Co. Plymouth, Wis., officiated 
as tellers. (The results of the election 
have been presented above.) 

Tuesday Evening, June 22 

The Get-Together Banquet, single 
entertainment feature of the conven- 
tion, was served to more than 175 feed 
trade men in the banquet room of the 
Tlankinton Hotel, commencing at 6:30 
p. m. <A delicious steak dinner was 
served and, despite crowded conditions, 
the service was excellent. A surprise 
feature was distribution of the minia- 
ture Convention Number of The Feed 
Rag just after the first course had been 
served. 

Too much cannot be said in praise 
of the banquet program, especially of 
the great inspirational address by Her- 
bert N. Laflin of the Northwestern Mu- 
tual Life Insurance Co., and the intro- 
ductory remarks by the toastmasier, 
Cornelius Corcoran, veteran Milwau- 
kee feed dealer and president of the 
Milwaukee Common Council. Dealer 
Corcoran was acting Mayor of Milwau- 
kee during the time of the convention, 
as the mayor was away from the city. 

“Mayor” Corcoran Talks 

“Mayor” Corcoran officially welcom- 
ed the dealers to Milwaukee, “the most 
beautiful city in America”. He intro- 
duced a strain of patriotism, reflecting 
his intense love of country into his 
talk, and it was enthusiastically: given 
and enthusiastically received. Dealer 
Corcoran urged early development of 
the Great Lakes-St. Lawrence water- 
way, for cheaper shipping rates, as an 
aid to the feed and grain trade. 

“You have acted wisely in coming 
here to organize. All men are draw- 
ing close today for organization, they 
realize the need for it every day,” Mr. 
Laflin complimented his audience in 
opening his address on “The Quali- 
ties That Succeed”. 


“p 


3usiness today needs an idealizing 
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force,” he said, “and in some instances 
it is idealizing itself. It is better to 
help than to serve.” 

Mr. Laflin named three necessary 
qualities for success as follows: 

“First, Loyalty—loyalty to country, 
community, business. Loyalty to ev- 
erything that is high, exalting, noble 
and fine. 

“Second, Willingness to labor. We 
are working with God, the infinite toil- 
er. 

“Third. A cheerful disposition. The 
house of the golden windows is not off 
in the clouds. It is our own home. 
We must hitch our wagon to the star 
of cheerfulness.” 

Before and after the speeches, close 
to 200 feed dealer voices, joined Samuel 
A. McKillop and his accompanist, in a 
wide selection of songs. Everything 
went along perfectly until Mr. McKil- 
lop started “Old MacDonald Had a 
Farm,” in which few seemed able to 
keep up with the “chick, chicks” and 


the “quack, quacks.” Rusty Hagen 
and His Entertainers completed the 
program. A three-piece orchestra pro- 


vided music during the entire affair. 
Wednesday Morning, June 23 
The Wednesday morning session, a 
Retailer's Forum, was called to order 
by the new president, D. W. McKer- 
cher, at 10 o’clock. Practically every 
dealer attending this meeting partici- 
pated in the discussions which followed 
the various talks. The talks by C. N. 
Barrett, manager of the feed depart- 
ment, Northrup King & Co., Minneap- 
olis; J. M. Sweeney, manager Chicago 
feed department, Washburn-Crosby 
Co.; and F. S. Gilchrist, sales manager, 
Minneapolis division, Purina Mills; are 
published elsewhere in this issue of 
The Feed Bag. The fourth speaker, 


‘ Bentley Dadmun, will incorporate his 


remarks in a special article on the gen- 
eral subject of “Handling Our Book 
Account Problem” to be published in 
a near-future issue of The Feed Bag. 
Wednesday Afternoon, June 23 
The Retailers’ Forum was continued 
Wednesday afternoon, President Mc- 
Kercher, presiding, with an address on 
feed grinding costs by J. M. Ullman, 
certified public accountant, Chicago. 
Mr. Ullman said in part as follows: 
“The cost of grinding is different 
from cost of manufacturing in that 
grinding requires a great deal more 
power; in fact, in grinding power is 
the largest expense item. Below 1s 
an illustration of grinding costs for 
a mill using 24 inch grinder for one 
day: 
Power, using 40 H P motor 


8 hours run, 320 K. W. 

Labor, 2 men, each $4.00 per 

8.00 
Manufacturing, overhead exp. 
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Official maport, Central Retail Feed Association Convention 
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(repairs, depreciation, etc.).. 4.00 
Tons ground—8 hour run, 2 tons per 
hour, 16 tons. 
Cost per ton: 


The discussion on feed grinding 
costs brought forth some very interest- 
ing facts and figures. About half the 
dealers who were present charge for 
grinding by weight and about half by 
the bag. Practically all of the latter 
group has their charge on the number 
of bags brought in by the farmer but 
two count the bags as they go out. 

Dealers Give Costs 

Jacob Hetzel of the Hetzel Milling 
Co., Delavan, Wis., reported his grind- 
ing costs at approximately 50 cents per 
ton. Mr. Hetzel is very fortunate, 
however, in having the advantage of 
cheap water power. His mill averages 
about 19 tons per day. 

John A. Becker, William A. Becker 
Co., Monroe, Wis., gave figures on the 
high grinding power costs at Monroe. 
The power he used for grinding cost 
an average of 5.9 cents per k.w. hour 
in 1925, and 5.6 cents for the first five 
months of 1926. On this basis the 
average power cost per sack was 5.7 
cents in 1925 and 4.5 cents in 1926. Mr, 
Becker said that he expected the 1926 
figure would be raised to equal that 
of 1925 by the cost of fine grinding for 
sow feeding. Coarse grinding for cat- 
tle does not take as much power, he 
has found. 

Jacob Hetzel of the Hetzel Milling 
Co., Delavan, Wis., was the lucky deal- 
er who won the $600.00 free mixed car 
of flour and feed, offered as an attend- 
ance prize to sqme paid member of the 
association by twenty-four manufactur- 
ers, millers and jobbers, co-operating 
with The Feed Bag. 

M. A. Joshel, of M. A. Joshel & 
Bros., Geneva, Ill.; Charles Pollow, of 
the Cedarburg Supply Co., Cedarburg, 
Wis.; and Joe Free of Columbus, Wis., 
officiated as the drawing committee 
and Miss Eleanor Bell of The Feed 
Bag office did the actual drawing. 
Needless to say, Jake is a happy feed 
dealer. 

Those who contributed flour or feed 
to the free mixed car are as follows: 
Archer-Daniels-Midland Co., Minneap- 
olis; Brooks Milling Co., Minneapolis; 
Buyers Mutual Sales Co., Minneapolis; 


Capital Flour Mills, Inc., Minneapolis; 
Deutsch & Sickert Co., Milwaukee; 
Donahue-Stratton Co., Milwaukee; 
Eagle Roller Mill Co., New Ulm; Ex- 
celsior Milling Co., Minneapolis; Fran- 
ke Grain Co., Milwaukee: King Midas 
Mill Co., Minneapolis; LaBudde Feed 
& Grain Co., Milwaukee; Minnesota 
Feed Co., Minneapolis; Minneapolis 
Milling Co., Minneapolis; Northrup- 
King & Co., Minneapolis; Pillsbury 
Flour Mills Co., Minneapolis; Russell- 
Miller Milling Co., Minneapolis; Spen- 
cer-Kellogg & Sons, Inc., Minneapolis; 
Stuhr-Seidl Co., Minneapolis; Wash- 
burn-Crosby Co., Minneapolis; E. S. 
Woodworth & Co., Minneapolis. 

E. L. Phelps & Co., Minneapolis, 
took charge of assembling the various 
flours and feeds at their warehouse, as 
their donation. They made shipment 
in-car & Se 707364. ‘The 
shipping weight was 40,340 Ibs. and the 
freight to Delavan, amounting to 
$52.44, was prepaid with contributions 
from the Hiawatha Grain Co., Minne- 
apolis, Arcady Farms Milling Co., Chi- 
cago, and E. L. Phelps & Co., Minne- 
apolis. R. Opsal, manager of the feed 
department, E. L. Phelps & Co., took 
entire charge of all final arrangements 
for collecting the flour and feed and 
shipping the car. 

The convention adjourned in order 
to give everybody a chance to properly 
congratulate Mr. Hetzel. The second 
annual convention will be held in June 
or July next year, time and place to 
be selected by the Executive Commit- 
tee. 

The following feed trade men regis- 
tered at the Milwaukee convention: 
S. E. Bartlett, Albany, Wis. 

Frank W. Liethen, Appteton, Wis. 

J. E. Koziczkowski, Amherst Junction, 
Wis. 

Wm. Wege, Ashippun, Wis. 

W. F. Weeze, Ashippun, Wis. 

Geo. A. Schlegel, Athens, Wis. 

A. L. Williams, Beaver Dam, Wis. 

L. J. Hartzheim, Beaver Dam, Wis. 

H. A. Hoops, Black River, Wis. 

H. B. Gaines, Bristol, Wis. 

Walter F. Uebele, Burlington, Wis. 

L. A. Williams, Chicago. 

L. A. Douglas, Chemung, Wis. 

Leland J. Meylink, Cedar Grove, Wis. 

Clarence Voskuil, Cedar Grove, Wis. 

Chas. Pollow, Cedarburg, Wis. 

M. W. Burke, Casco, Wis. 

J. M. Sweene, Chicago. 

Wm. Caughlin, Clyman, Wis. 

C. R. Whitney, Colby, Wis. 

Joe Free, Columbus, Wis. 

S. J. Cable, Cedar Rapids, Iowa. 
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R. E. Tyson, Chicago. 
Fred E. Hawes, Chicago. 
W. A. Treadwell, Cedar Rapids, Iowa. 
W. D. Walker, Chicage. 
W. C. Procknow, Chicago. 
James J. Paterson, Chicago. 
A. Kellogg, Chicago. 
Jac. A. Bowar, Cross Plains, Wis. 
F. Knight, Dalton, Wis. 
Ed. Halsor, DeForest, Wis. 
Andrew Halsor, DeForest, Wis. 
Jaboc Hetzel, Delavan, Wis. 
B_ L. Jones, Delavan, Wis. 
Edward Devorak, Denmark, Wis. 
O. C. Ratzlow, Eagle, Wis. 
C. D. McArthur, Elgin, Il. 
B. B. Kraus, Elkhorn, Wis. 
John J. Swarttout, Fall River, Wis. 
F. E. Parker, Fennimore, Wis. 
J. L. Marschang, ond du Lac, Wis. 


‘ D. R. Mihills, Fond du Lac, Wis. 


S. L. DeSmidt, Fond du Lac, Wis. 
Paul Oehme, Fredonia, Wis. 

M. C. Porter, Fox Lake, Wis. 

C. A. Porter, Fox Lake, Wis. 

C. R. Haggert, Fox River, Wis. 
M. A. Joshel, Geneva, Ill. 

Geo. E. Taylor, Genoa City, Wis. 
R. L. Guptill, Genoa City, Wis. 
A. L. Peters, Grand Marsh, Wis. 
Geo. Delmarcelle, Green Bay, Wis. 
Roy Herrick, Harvard, II. 

Ed. Schatzman, Hales Corners, Wis. 
E. A. Kunde, Horicon, Wis. 
Erwin Hamm, Iron Ridge, Wis. 
Wm. Frank, Jefferson, Wis. 
Robert Priewe, Johnson Creek, Wis. 
Arthur P. Sterr, Knowles, Wis. 
O. C. Williams, Lake City, Minn. 
E. L. Mills, Lake Mills, Wis. 

W. Alton, Livingston, Wis. 

C. J. Fawkes, Madison, Wis. 

H. W. Werth, Manawa, Wis. 

L. C. Riner, Mayville, Wis. 

Edw. F. Lindow, Medford, Wis. 
A. B. Saunders, Milton, Wis. 

B. J. Aston, Milwaukee. 

David K. Steenbergh, Milwaukee. 
Guy Winston, Milwaukee. 

Al. P. Nelson, Milwaukee. 

H. C. Hinkley, Milwaukee. 

W. R. Madden, Milwaukee. 

Hugo Damm, Milwaukee. 

F. B. Bell, Milwaukee. 

Robert G. Bell, Milwaukee. 

W. A. Hottensen, Milwaukee. 
Hermann Deutsch, Milwaukee. 
Joe Mueller, Milwaukee. 

J. H. Mallon, Milwaukee. 


-W. B. Griem, Madison, Wis. 


S. C. Smith, Chicago. 

F. J. Wicky, Minneapolis. 
Harry Shere, Minneapolis. 
W. W. Sylvester, Minneapolis. 
Chas. T. Hooker, Minneapolis. 
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L. T. Phelps, Minneapolis. 

R. Opsal, Minneapolis. 

W. J. Black, Minneapolis. 
Walter H. Mann, Minneapolis. 
R. A. Biddick, Minneapolis. 
Elmer F. Paetow, Milwaukee. 
Geo. J. Cahill, Milwaukee. 
Roy Campbell, Milwaukee. 
Andy Jacobs, Milwaukee. 
John Murphy, Milwaukee. 

P. R. Thompson, Chicago. 

J. W. Jouno, Milwaukee. 

©. R. Sickert, Milwaukee. 

B. J. Krieg, Milwaukee. 

F. Milwaukee. 

W. R. Anderson, Milwaukee. 
E. Hickey, Milwaukee. 

A. L. Flanagan, Milwaukee. 
William Moll, Milwaukee. 
Harry F. Franke, Milwaukee. 
Clarence D. Moll, Milwaukee. 
J. J. Hudson, Milwaukee. 

C. Kanowsky, Milwaukee. 

E. G. Hadden, Milwaukee. 

C. H. Bauman, Milwaukee. 
Arthur H. Nicolaus, Milwaukee. 
M. L. Kellner, Milwaukee. 
Leonard J. Keefe, Milwaukee. 
H. W. Kleinsteuber, Milwaukee. 
S. H. Werner, Milwaukee. 
W. O. Keith, Milwaukee. 

E. R. Lauer, Milwaukee. 
Eddie LaBudde, Milwaukee. 
Carl A. Houlton, Milwaukee. 
Al. Trettin, Milwaukee. 


LeRoy L. LaBudde, Milwaukee. David Davis, Randolph, Wis. 

J. E. Walsh, Milwaukee. C. C. Yerges, Reeseville, Wis. 
Geo. J. Fitzgerald, Milwaukee. Claude Dreifurst, St. Cloud, Wis. 
H. H. Ladish, Milwaukee. A. C. Peters, Sharon, Wis. 
Walter C. Holstein, Milwaukee. li. L. Schultz, Sheboygan, Wis. 
Wm. Lasher, Milwaukee. L. E. Gannon, Sioux City, lowa. 
D. Reik, Milwaukee. Thos. E. Roberts, South Randolph, 
L. M. Hatch, Milwaukee. Wis. 

W. W. Nicholas, Milwaukee. E. R. Klinner, Stetsonville, Wis. 
M. J. Mills, Milwaukee. H. E. Pagel, Stevens Point, Wis. 
J. M. Schill, Milwaukee. Gust Neitmann, Sullivan, Wis. 

Jas. Lawrie, Milwaukee. S. G. Sorenson, Tomah, Wis. 
Chas. E. Arthur, Milwaukee. J. W. Schaefer, Thiensville, Wis. 
Ralph W. McCarthy, Milwaukee. Jas. H. Vint, Union Grove, Wis. 
Max Teweles, Milwaukee. Flmer DeBroux, Valders, Wis. 

W. L. Huson, Mineral Point, Wis. A. M. Marsh, West Allis, Wis. 

C. N. Barrett, Minneapolis. Henry G. Wierman, Waldo, Wis. 
Fred S. Gilchrist, Minneapolis. G. W. Healy, Wis. 

John A. Becker, Monroe, Wis. F. Northrup, Watertown, Wis. 

T. R. Evenson, Monroe, Wis. P. O. Peterson, Waukegan, III. 

F. D. Groves, Muscoda, Wis. G. J. Huhn, Watertown, Wis. 
Ralph H. Lowell, Muscoda, Wis. H. E. Jaeger, Watertown, Wis.’ 
Oscar F. Greiner, Springfield, Minn.’ Ralph Gutheil, Waukesha, Wis. 
Boliver Clar, Muscoda, Wis. Frank B. Hoag, Waukesha, Wis. 
Bert Fenn, Navarino, Wis. Morris E. Smith, Waupaca, Wis. 
J. L. Kleckner, Neillsville, Wis. Phillip A. Kohl, Waupun, Wis. 

H. H. Goeltzer, New York, N. Y. C. Nummedor, Waupun, Wis. 

C. R. Marks, North Milwaukee, Wis. H. H. Humphrey, Wausau, Wis. 

S. E. Lee, Osseo, Wis. Joseph Blazejewski, West Allis, Wis. 
O. W. Timm, Plymouth, Wis. Bentley Dadmun, Whitewater, Wis. 
’ Chas. H. Lee, Plymouth, Wis. LD. W. McKercher, Wisconsin Rapids, 
R. E. York, Portage, Wis. Wis. 

R. W. Biel, Randolph, Wis. G. W. Spear, Wyocena, Wis. 

J. C. Dane, Randolph, Wis. W. G. Slugg, Milwaukee. 


ust the Cream the 


That’s why— 
Your Trade Will Like 


CREMO FILOUIR 


Bread—Baked With CREMO FLOUR—Has Real Wheat 
Flavor—It Always Tastes Like More—Builds Bigger Business 


{ MIXED CARS 


We can Ship CREMO 
in Mixed Cars with 
Bran and Middlings. 
Prompt Service. Write 
( for our Quotations. 


CROOKSTON MILLING COMPANY 


MERCHANT MILLERS 


CROOKSTON, MINN. 
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Prepared by the Minneapolis branch office. 
Hay, Feed and Seed Division, Bureau 

of Agricultural Economics 
A served to weaken the mill feed 

market perceptibly during the 
Isat few weeks. Pasturage conditions 
in many sections of the country 
showed marked improvement as a re- 
sult of timely rainfall and the demand 
from consumptive channels shut off 
sharply. In addition to this, selling 
pressure emanating from the South- 
west, due to additional new crop flour 
business and the Eastern markets were 
also offered Canadian feed at reduced 
prices. 

Bran suffered the worst price loss. 
Mixers found themselves with heavier 
bookings than the mixed feed business 
warranted as a result of better pastur- 
age and there were many requests 
from mixers to delay bran shipmetns. 

Middlings and the heavier grades of 
mill feed were steadier than bran. 
Brown shorts at Kansas City were 
practically on a shipping basis from 
the Northwest and this served to keep 
middlings relatively firm. Prices on 
flour middlings and Red Dog were 
well maintained and quotations on 
these grades did not have to be cut 
to move the output. 

There is considerable speculative in- 
quiry present for bran at $20.00 if 
available for later shipment. How- 
ever, the bottom market quotations are 
made only on nearby shipment stuff 
with the mills not willing to sell fu- 
tures unless at a premium. 

Jobbers that made earlier purchases 
of bran are not disposed to cut the 
market further and considerable feed 
has recently gone into store on this 
account. The larger mills are also re- 


COMBINATION of events 


ported:to be placing a portion of their 


Mother’s Favorite 


Fine self rising pancake 
buckwheat and pure 
buckwheat flour. 
WH 


Wire or phone for prices. 


Reeseville Elevator 


REESEVILLE, 
WISCONSIN 


present output in storage but the in- 
terior mills are placing their output 
from day to day on the market. The 
selling pressure from this source is 
sufficient to make the situation easy. 
Linseed meal is also somewhat easier 
along with other feeds although the 
output from the Northwest is so light 
that it takes only a scattered business 
from day to day to keep the decks 
clear. It appears doubtful if there will 
be sufficient selling pressure on linseed 


meal in the Northwest during the sum- 
mer months to reduce prices much fur- 
ther. 

Today, June 28th, various feeds are 
available, carlots, Minneapolis, as fol- 
lows: Prompt standard bran, $20.00; 
July-August standard bran, $20.50; 
prompt pure bran, $20.50; July-August 
pure bran, $21.00; prompt or July mid- 
dlings, $21.00; prompt flour middlings, 
$25.50 to $26.50; red dog, $29.00 to 
$30.00; 34 per cent linseed meal, $46.00. 


you by diagram and picture how you can 
Give Good Service, and Increase Profits. 


so fast and clean; its si 


licity of 
old or new. Send for 


ulletin 160 Today. 


FEED DEALERS 


HEIL DUMPS 


Heil Dump Bodies afid Hoists for Feed and Coal - Delivery trucks as well as all 
General Hauling are described in Demograph Bulletin 16'). 


Speed Up Hauling, Cut down Expenses, 


Bulletin 160 also shows you ee inside and outside of the Heil Twin-Cylinder Hoist; why it cn 
construction and operation, etc. 


THE HEIL COMPANY, 1345 Montana Ave., Milwaukee, Wis. 
Mfgrs. Steel Dump Bodies, Hoists, and Welded Tanks. 


Send in the coupon below 
for this unusual Heil 
Hoist and Body Bulletin. 


This colored folder shows 


leil Dumps mount on all truc 


THE HEIL COMPANY, 


345 Montana Ave., MitwaukeEeE, Wis. 


Gentlemen: Please send me Bulletin 160 which shows how I can use Heil Dumps 
for Feed and Coal Delivery. 
Name 
ADDRESS 
City STATE 
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S. ROYAL MILLS, of Mills & 
Roy, Sussex, N. J.—We have had an 
exceptionally good spring trade, and 
have been unusually busy the past 
month. Indications are that the fall 
volume will be greater than a year 
ago. Collections have been slow, but 
with good egg and milk prices in our 
section, expect an improvement short- 
ly. 


REEVE HARDIN, Hamburg, N. 
Y.—The past season has brought us 
a good volume of business but I would 
say that it has been normal as com- 
pared with previous years. I look for 


improvement through the summer and 
fall. 


If Your 


Linseed Meal 


Comes From 


This Man 


You Can Be Sure 


It's Good 


Buy 
PURITAN BRAND 


The Genuine Live Reef 


CRUSHED OYSTER SHELL FOR POULTRY 
Packed in new 100 lb. burlap bags. 


CHICK, MEDIUM and COARSE Grades 


Quality and Service Unsurpassed 


All Goods Guaranteed 


The Crushed Oyster Shell Company 


BILOXI, MISS. 


BY DISPLAYING OUR [ J” 
SPECIAL INTRODUCTORY Wet Up 


Backed by National Advertising 


Dog Food 


Has proven a very desirable and profitable line 
for Feed Dealers. It is seasonable every month 


in the year and every sale means a repeat—cater 
to the Dog Owners. 


UNLIMITED OPPORTUNITIES 


are possible in developing this line of business. 
Write today for our attractive Dealer’s propo- 
sition and full information about Perfection Dog 


Food—the Food that ‘‘Feeds the Champions.’ 


PERFECTION FOODS CO. 


FACTURED BY 


BATTLE CREEK 


Dept. 22 MICHIGAN 
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Whitney H. Eastman, vice-president 
and general manager of the William O. 
Goodrich Co., linseed crushers, Mil- 
waukee, was recently the subject in a 
variation of the “Who’s Who in Mil- 
waukee” idea, featured in The Milwau- 
kee Sentinel. The Sentinel sketch of 
Mr. Eastman is reprinted herewith, 
through courtesy of the publishers. 


W. J. KELLOGG, president of the 
Armour Grain Co., has announced the 
purchase of the 1,500,000 bushel eleva- 
tor at Lyndale and Western Avenues, 
Chicago. The elevator is and will be 
operated by the Delmar Co., Armour 
subsidiary. 


A. E. KOSSOW, president of the 
Meggs Coal & Coke Co., Milwaukee, 
will shortly desert the bachelor ranks. 
Announcement ‘of the engagement of 
Miss Mildred Corine Icke to Mr. Kos- 
sow has recently been made by Miss 
Icke’s parents, Mr. and Mrs. Albert 
Icke, also of Milwaukee. 


Established 1880 


PAINE, WEBBER 
& COMPANY 


Members 
NEW YORK STOCK 
EXCHANGE 
CHICAGO STOCK 
EXCHANGE 
BOSTON STOCK 
DETROIT STOCK 
EXCHANGE 
NEW YORK COTTON 
EXCHANGE 
CHICAGO BOARD 
OF TRADE 
94-100 MICHIGAN ST. 
Telephone Broadway 8700 
MILWAUKEE 
E. J. Furlong, Resident Partner 
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Eastern Federation Meeting 
Is Well-Attended 


(Continued From Page Sixteen) 


telligent feed dealer. 

Charles Quinn, secretary of the 
Grain Dealers’ National Association, 
Toledo, spoke in opposition to the Mc- 
Nary-Haugen bill in Washington, and 
prophesied its defeat. Farm relief le- 
gislation for western farmers, he said, 
would be uneconomical and would 
work hardship and injustice through 
a raise in the price of grain shipped 
east upon both the eastern dairyman 
and eastern consumer. 

Grain Subsidy Opposed 

A government subsidy for grain pro- 
ducers would result in a boost in the 
price of grain in consequence, the 
eastern dairyman shipping dairy prod- 


ucts, would be forced to pay higher’ 


prices or stop feeding the high-priced 
grains, Mr. Quinn said. 

John Yeomans of Coxsackie, N. Y., 
spoke on Profit Building Co-operation, 
and cited a number of instances in 
his own business, where he found co- 
operation pays. 

We purchase all the feed, grain and 
straw offered by farmers that we can 
possibly dispose of, he said. Through 
our co-operation with the Farm Bu- 
reau, of which we are members, we 
are lead to many prospective buyers, 
and in this way dispose of a great 
quantity of feed that might otherwise 
be on our hands. In return for their 
sales co-operation, we allow members 
of the Farm Bureau to use our plant 
and offices for meetings. 


Co-operation For Profit 

We co-operate with the farmer who 
raises fifty per cent of his own grain 
and hay, grinding the feed in our 
mills where concentrates are pur- 
chased. We mix and deliver dairy ra- 
tions according to their formulae, and 
in turn we are called upon for in- 
formation regarding proteins, glutens, 
carbo-hydrates, etc. Some lines of 
feed we carry are not exactly profit 
makers, but we handle them to keep 
cur customers. 

Mr. Yeomans said that even though 
it sometimes costs money, but on the 
whole is a profit maker, he never al- 
lows a customer to leave dissatisfied. 
Even when wrong, he is allowed to 
leave with the feeling he is right, and 
on learning his mistake, often comes 
back to apologize. Such a man is al- 
ways sure to become a “best custom- 
er.” Loyalty on the part of employ- 
ees is another asset of Mr. Yeoman’s 
firm. Mr. Yeoman often asks his em- 
ployees for suggestions regarding the 
business, and usually gets very intel- 


ligent assistance in this way. 
Federation Program Outlined 

W. A. Stannard, secretary, gave the 
closing address of the convention. He 
said that enthusiasm and “pep” will 
mark work of the association during 
the coming year. He anticipates that 
within the next twelve months, the 
present membership of the Eastern 
Federation will be doubled if not tre- 
bled. 

The organization has a faultless pro- 
gram, and a wonderful purpose, its 
chief object being for the advance- 
ment of the feed merchant, favoring 


good legislatioy and opposing bad le- 
gislation, sponsoring friendly exchange 
of ideas, and a reasonable profit in 
business without profiteering, Mr. 
Stannard said. With this ideal, he 
said, together with added enthusiasm 
on the part of present members, there 
is no reason why the membership 
should not materially increase. 
Many Women Present 

Mayor Frank X. Schwab, of Buf- 
falo, delivered the address of welcome 
to the delegates. He said that inas- 
much as Buffalo is the second largest 
milling center in the world, ranking 
second only with Minneapolis, he ex- 
pected to see the delegation again in 
not many years away. 

One of the features of the conven- 
tion was an inspection trip through 
mills of the Park & Pollard Company, 


FEED 


Bert Eesley, 


“EFUREKA” 
Feed Mixer 


driven by silent roller chain 
We also build 


BALL-BEARING, VERTICAL MIXERS 


AND OTHER 


MACHINERY 


OF THE BETTER KIND 


as illustrated and described in our Catalogue No. 110--the 
most complete book of its kind ever published. 


REPRESENTATIVES 


Wm. Watson, 515—No. 111 W. Jackson Blvd., Chicago 

J. Q. Smythe, 3142 Bellefontaine St., Indianapolis, Ind. 

Box 363, Fremont, 

Strong-Scott M’f’g. Co., 413 So. Third St.; Minneapolis, Minn. 


5_HOWES CO., INC. 


BUILDERS OF ‘‘EUREKA’’ Corn Cutters 


SILVER CREEK, N. Y. 


MILL 
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Join The New Feed Dealers’ Association, Today 
DRIED BUTTERMILK 


Direct from 18 plants 
FEED FORMULAS 


FEED SYSTEM ENGINEERS 


Two days of our inspection service and $8,750 
spent on plant changes, has saved one client 
$33,988 in a year. 


PLANT CONSTRUCTION—EQUIPMENT— INSPECTION 


S. T. EDWARDS & CO. 


110 S. Dearborn St., 


Chicago 


=== 


CAMEL 
WHEAT FEED 


Camel is a Wonderful 
Combination Feed for 
Summer. Can be fed 
to both Cows and Hogs 


THE EASY 
SUMMER 
SELLER 


Write for Samples and Prices. 


EXCELSIOR MILLING COMPANY 


827 FLOUR EXCHANGE MINNEAPOLIS, MINN 
Long Distance Phone GENEVA 2911 


TEWELES SEED 
COMPANY 


MILWAUKEE .. WISCONSIN 


Congratulations and Best Wishes 


We believe you have taken a step 
toward prosperity in organizing the 


CENTRAL RETAIL FEED 
ASSOCIATION. 


THE LEADING SEED HOUSE 
IN THE NORTHWEST 


FOR 60 YEARS 
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manufacturers of chicken feed; the 
Purina mills, and the Russell Milling 
Company the first day of the conven- 
tion. Women employees from offices 
of the mills acted as hostesses for the 
many ladies in attendance and they 
were most royally entertained. 

Friday afternoon, a caravan of buss- 
es carried the delegation, ladies and 
men, to Niagara Falls. An inspection 
trip through the Shredded Wheat plant 
was one of the interesting features: of 
the trip. The famous cataract was 
viewed, and the gorge trip, said to be 
the most beautiful scenic trip in the 
world, completed the excursion. Even- 
ing dinner was served in the Clifton 
House, and the panoramic view of the 
falls in its gorgeous reflection of col- 
ored electric lights, was a sight the 
delegates probably will never forget. 

Officers All Re-elected 

The entire staff of officers was re- 
elected. They are: W. S. VanDersee, 
Albany, N. Y., president; A. J. Thomp- 
son, Waycombe, Pa., vice-president; 
Frank T. Benjamin, Canestota, N. Y., 
treasurer; and Wilbur A. Stannard, 
Albany, secretary. 

The annual banquet held in the Ho- 
tel Buffalo ball room was the out- 
standing social event of the conven- 
tion. Places were laid for more than 
400 guests, delegates and their friends. 
Samuel Botsford, formerly secretary 
of the Chamber of Commerce was the 
speaker. 

The Buffalo Steering Committee was 
made up of the following grain men 
from the Bison City: Harry C. El- 
wood, Colonial Salt Co.; W. J. Hein- 
old, Buffalo Corn Exchange; F. W. 
McClellan, George Urban Milling Co.; 
C. J. Irwin, Corn Products Refining 
Co.; G. E. Todd, Maritime Milling 


- Co.; W. E. Ash, Maple Flake Mills; 


Lloyd Hedrick, Ralston Purina Co.; 
M. T. Burns, Buffalo Flour & Feed 
Club; E. W. Mitchell, Consolidated 
Feed & Grain Co.; F. C. Greutker, 
Cereal By-Products Co.; C. C. Lewis, 
Lewis Grain Co.; F. J. Schonhart, 
Cargill Grain Co. 


MARTIN’S 
CALF FEED 


IS STILL THE BEST 
and HAS BEEN FOR 
25 YEARS. 


Write For Prices. 


MARTIN CALF FEED CO. 
MINERAL POINT, WISCONSIN 
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Classified 


FOR RESULTS—Place your want ad 
in The Feed Bag—the only strictly feed 
retailers publication. Rates on appli- 
cation. 


PARTNER WANTED 


PARTNER WANTED in established busi- 
ness of milling flour and feed, shipping grain and 
wholesale business. Will accept big percentage 
in other property. HAWARDEN ROLLER 
MILLS & ELEVATOR, Hawarden, Iowa. “S 


FOR SALE 
Munson Buhr Mills—Cheap. RICKETSON 
MINERAL PAINT WORKS, Milwaukee, 


MACHINES ue SALE OR TRADE 

hp syne Fairbanks-Morse Engine, 

bbl. “M idgot Marvel Mill and all mill 
ptt ould exchange for small farm. 
ORRIN ECHELBERRY. Blue Rock, 


FEED BUSINESS FOR SALE 
An established feed grinding business and 
wen for sale. For further information write 
JOHN W. COOPER, Byron, Ul. —62— 


Mention The Feed Bag When Writing Advertisers 


BUERGER COMMISSION CO. 


510 MITCHELL BUILDING MILWAUKEE, WISCONSIN 


Established for over 30 years 


IF IN THE FEED CALL - 
MARKET FOR BROADWAY 2017 


HERMANN DEUTSCH 


MANAGER FEED DEPARTMENT 


Your consignments solicited, BARLEY especially. 


EUREKA CLEANER FOR SALE 
EUREKA Warehouse Single Receiving 
Cleaner for sale equipped with automatic sieve 
cleaner. As good as new, only used:two years. 
A bargains WOLFE GRAIN CoO., Shi-d 
shewar a, Ind. —60— 


FARMERS UNION EXCHANGE 
has opened a flour, feed, hardware, etc. 
store at Round Lake, Minn. 


WALTER B. DRUEY has reported 
a $10,000 fire-loss at his flour and feed 
mill at Garrett, Minn. 


STAY AT 


The 
New Nicollet 
Hotel 


OPPOSITE TOURIST BUREAU 
ON WASHINGTON AVENUE 


The Northwest's Finest Hotel 
600 ROOMS WITH BATH 
OR CONNECTING 
Every room an outside room 
Largest and Finest Ballroom in the 


Northwest 

RATES 
257 Rooms at................. 3.50 

Suites and Special Rooms at 
$6.00 to $9.00 


| MAIN DINING ROOM 
i COFFEE SHOP 


Three Blocks from Both Depots. 
| Retail Center and Wholesale Center. 


W. B. CLARK, Manager 


IMMEDIATE SHIPMENT 
MIXED CARS 


Pure Bran Middlings 
A 
Flour Midds Red Dog PRICES. 
34% O. P. Oil Meal oa 
Straight or Mixed Cars a 


“Get Acquainted with Our Sudden Shipment Mixed Car Service” 
NORTHWESTERN FEED CO. 
John E. Geraghty, President Maurice J. Beaubaire, Secretary 


511 Metropolitan Bank Building 
MINNEAPOLIS 


The Proof of the Pudding 
1s in the Eating 


q Look in the Wisconsin Department of Agricul- 


ture Bulletin 70 (the latest) and see how high- 
priced and highly advertised feeds compare 
with SQUARE DEAL BUTTERMILK START- 
ING, GROWING and LAYING MASHES. 


You’ll be surprised but it will give you an idea why 
a og DEAL mashes are so popular. Give them 
a trial. 


SQUARE DEAL POULTRY FEEDS are not highly ad- 


vertised but honest. It will pay you to write us for de- 
tails today. 


Ghe ADMUN COMPANY 


Manufacturers of High Grade Feeds for Poultry, Calves, 


Pigs and Cows 
WHITEWATER, WIS. 


Storage Capacity—1,500 tons sacked feed, 35,000 bushels bulk grain. 
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Every Member Get A Member, That's Our Slogan 


CAHILL GRAIN & PRODUCTS CO. 


Feed--Grain--Screenings 
CHAMBER OF COMMERCE 
MILWAUKEE 
BROADWAY 3682 


CEREAL GRADING 
COMPANY 


GRAIN MERCHANTS 


Orders for corn, oats, rye, 
barley, milling or feed wheats 
promptly filled. Try our re- 
cleaned 37 pound No.3 white 
oats. They will please your 
trade. 


Operating Elevator ‘‘L’’ 
MINNEAPOLIS, MINN. 


Eating is a Science 


What is eaten, as much as anything else, determines the 
health and happiness of the family. . So it is with your 
flock of poultry. Darling's Meat Scraps will make your 
chicks happy, strong and thrifty growers, and insure heavy 
egg yields from the older birds. 


_ Because you are particular in choosing your own food, 
exercise the same care in selecting feed for your poultry. 
Prominent poultrymen and dealers everywhere recommend 


DARLING’S MEAT SCRAPS 


The Standard of Quality 


State Distributors 


LaBUDDE FEED DARLING & COMPANY 
& GRAIN CO. UNION STOCK YARDS 


MILWAUKEE CHICAGO 


If Your Linseed Meal 


Comes in 


100 LBS.NET 


GOODRICH 
THIS BAG 
Then You KNOW It’s RIGHT | “Mize! 


WILLIAM GOOD 
MANUFACTURED BY 


William O. Goodrich Co., mitwauree, wis. 


Balance the Costs Little, 
Ration with Earns Much 
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CHARCOAL 
COD LIVER OIL 
DRIED BUTTERMILK 
PEARL GRIT 


Bag Lots-- Ton Lots 


Dadmun-LaBudde 
Company 


NORTH MILWAUKEE 


Poultry Feeds 


100% PURE 


| All A-C Feeds are made from || 


the best of Grain and Pro- |j 
tein Concentrates. 


A-C BABY CHICK FEED 
A-C BABY CHICK MASH 
A-C EGG PRODUCER 
A-C DEVELOPER 

A-C SCRATCH 


Guaranteed to produce results. 


WRITE FOR SAMPLES 


Wisconsin Milling 
Company 
MENOMONIE, WISCONSIN 


| 


E. J. KOPPLEKAM 


GRAIN FUTURES 


373 Broadway 


MILWAUKEE, WISCONSIN 


Phones Broadway 32, Broadway 783 


Member Chamber of Commerce 


HIAWATHA 


Grain Company 


MINNEAPOLIS, MINN. 


SCREENINGS 
GRAIN—FEEDS 


We Specialize in the Better 
Type of Feeding Screenings 


Get Our Samples and Prices 


NEW RICHMOND ROLLER MILLS CO. 


NEW RICHMOND, WISCONSIN 


Our service and quality is as good as 
our picture. 


We can give you NINETY-SIX differ- 
ent ITEMS and ship them in twenty- 
four hours. 


Write for our circular on Doughboy 
flour and feeds. 


Call us on the phone if you want a carload. 


MIXED CARS ARE OUR SPECIALTY 


expands with 
Printed Messages 
They are profitable 


ADTKE ORTSCH 
BROS. CO. 


Estasuisuep 1894 


PRINTERS 
LITHOGRAPHERS 
BINDERS 


344-346 MILWAUKEE STREET 
PHONE | 076 MILWAUKEE 


Broapway WISCONSIN 


WHOLESALE JOBBERS 


O. P. 34% 
LINSEED OIL MEAL 
Exclusively 


Bergman Mill Feed, 


Inc. 


Corn Exchange Building 
MINNEAPOLIS, MINN. 


ervice and Satisfaction 
Are assured the Retail Feed 


Dealer on every transaction 
when buying through us. 


It will pay you to get our prices 
if in the market for corn, oats and 
wheat, all grades; “Hi-Quality” 
and -‘Crown” brewers’ dried 
grains; Clintoncorn gluten, pure 
bran, standard bran, middlings, 
red dog, linseed meal, in fact, 
every kind of feed manufactured. 


DONAHUE-STRATTON COMPANY 
MILWAUKEE 
Brokers for Operating 


CLINTON CORN GLUTEN and C. & N. W. RAILWAY ELEVATORS 
CORN OIL CAKE MEAL AT MILWAUKEE 


2 2 2 2 2 2 2 


2. 2.2.2. 2. 2. 2. 


2.2. 2 2 2 2 2 2 2. 2. 
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1 
| | | 
| 
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NEW HEIL BULLETIN 


| I. B. SWANSON CO. Many readers of The Feed Bag, es- | Corno HyGrade Oat Feed 
pecially those handling coal and build- 

P ing materials requiring the use of dump % Protein 

; MILLFEED trucks, will be interested in a new bul- Also Reground Hulls, Rolled 


‘ Oats and Corno Feeding Oatmeal 


letin issued by the Heil Co., Milwau- : 
, Corn Exchange kee. The bulletin is a demograph pre- Three Minute Cereals Co. 
Cedar Rapids, Iowa 


sentation of the Heil twin-cylinder 
hoist copyrighted to the use of the 
hand in pointing out special features. 

The bulletin itself has been made to 
show operation, construction and ad- 
vantages of Heil hoists in a way which 
will be easy for the dump truck opera- 
tor to understand. Readers of The 
Feed Bag may obtain one of these 
bulletins, attractively printed in sev- 
eral colors, free of charge, by writing 
The Heil Co., Milwaukee. 


Minneapolis 


GET MY PRICES—SAVE MONEY 


A. L. STANCHFIELD 


Carlots and Mixed Cars 
FLOUR, MILLFEED 
OILMEAL, ETC. 


502 Corn Exchange Bldg. 


MINNEAPOLIS, MINN. 
‘“‘Stand by Stan’’ 


North American Seed Co. 
Wholesale 
Field and Grass Seed 
Reed and Florida Sts. 
MILWAUKEE, WISCONSIN 


IOWA MILLING CO. 


CEDAR RAPIDS, IOWA 
Shippers of 
CORN and OATS 


Cedar Rapids Weights and Grades 
Get our prices—We can save you Money 


Minnesota Feed Company 


7 Feed, Grain, Screenings 
Write for Prices eS K.. CONKLIN, Conklin & 
MINNEAPOLIS, MINN. Strong, Warwick, N. Y.—Cold, dry 
weather in our section has hurt the 
hay crop which is exceptionally short 
this season. This will kelp the dealer 
inasmuch as the farmer is not going to © 
sell his cattle to cut down expenses. 
Milk prices are good and the farmer 
is making a good profit. We are op- 
timistic as to fall business. 


The easiest way to uniformly 
feed Cod Liver Oil and Yeast 
to Poultry is through the New 
Product called LAY-EGG. 


Write For Proposition 


THE LAY-EGG COMPANY 
MILWAUKEE, WIS. 


M. G. Rankin & Co. 
SHIPPERS OF 
Feeding Stuffs and Grain 


20-21 Chamber of Commerce 
Milwaukee, Wis. 


E. L. PHELPS & CO. 
MINNEAPOLIS, MINN. 

i GRAIN—FEEDS 

Manufacturers of 


“Franklin” Ground Flax Screenings 
**Dandy”’ Ground Grain Screenings 


ROBERT PRIEWE, dealer at 
Johnson Creek, Wis., is around again 
after having been laid up with a brok- 
en arm. He attended the recent Mil- 
waukee convention. 


DELMAR CO. 


Shippers Sulphured and Natural 
Oats and Barley, Durum Wheat 
and Buckwheat. 


MINNEAPOLIS, MINN. 


R. DE BROUX, formerly with the 
Cargill Grain Co., was one of the dap- 
per young feed dealers at the conven- 


tion. Mr. DeBroux is now manager of 1,000 B 
ushel 
J. ERNEST McLAUGHLIN the Valders Elevator Co., Valders, GRAIN FUTURE Lots and Up. 
Certified Public apenens (Wis.) Wis. Private Long Distance Phone 
McLAUGHLIN and COMPANY 


Office and Exchange Floor 
Audits—Costs—Systems Broadway 1738 
1322 First tv Soo Line 


Minneapolis, Minn. B. J. ASTON, INC. 


Grain and Milling Audits No. 9 Chamber of Commerce, MILWAUKEE 


Mailing Lists 
Will hel 8 increase sales 
catalog siving co counts 


uals, Concerns. 
uarantee 
by refund of 5 Feach 


4 
Ross -Gould St Louis 


Albert : Mille & Co. | 


192N. Clark St. Chicago, IIL 
Solicits Consignments 
HAY and STRAW 


Good Sales—Prompt Returns 


WRITE FOR QUOTATIONS 


Maney Brothers Mill & Elevator Co. 
Mixed Cars Shipped Immediately 
GROUND FEED 
Sacked Grain—Mill Feed 
1809-11 Minnehaha Ave. MINNEAPOLIS, MINN. 


Genuine German 


NEWTRIO 
DAIRY RATIONS 


Manufactured by 
NEWTON FEED COMPANY 


Milwaukee, Wisconsin 


| Cooking and Baking 


i by Lina Meier, size 534x8, bound in 
| full cloth, is published in English- 
German, (832-pp.) $4.50; in English 
as pp.) $3.00; in German (416 pp.) 
Ask your bookseller; if he 
ee supply it, call at the pub- 
lishers: “Wetzel Bros. Printing Co., 
328 Broadway, Milwaukee, Wis. 


CEDAR FENCE POSTS 


QUALITY STOCK 


CentralLumber “Supply Co. 


BEAVER DAM.WIS. 


Storage 


MILWAUKEE Courteen Seed f 


Excellent Feed Storage Facilities. 


Negotiable Warehouse Receipts Issued. 
ASK US FOR OUR LOW STORAGE RATES. 


pan 


Storage 


WISCONSIN 
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Prairie Queen Flour 
Is Good Flour 


Let us show you Wisconsin 
dealers who say, ‘“‘If we can 
get a customer to buy one bag 
of Prairie Queen he'll come 
back to buy a barrel.” 


SCOTT LOGAN MILLING CO. 


SHELDON, IOWA 


BARLEY FEED 


Our barley feed is of ex- 
ceptionalquality. Don’t 
class it with ordinary 
barley feed. Write for 
prices and sample and 
see for yourself. 


MENOMONIE MILLING CO. 


MENOMONIE, WIS. 


F. J. PHELAN CO. 


418 Chamber of Commerce 


MILWAUKEE, 
WIS. 


“Grain Futures” 


Special Attention to Hedges 


TWINE NEEDLES 


If it’s a BAG. We have It. 
Should You Have a Surplus, 
**We want it’’ 


Fredman Bag Co. 


Established 1889 


36 Years Honest Service 


MILWAUKEE, 
WISCONSIN 


oOo 
OO oo 
DO oo 
SUMMER PRICES 
O00 oo 
oO 
BE 
oo ON oo 
OO OO 
CHOICE QUALITY 
50 oo 
oO oO 
BALED SHAVINGS 
00 
oOo oo 
oo OO 
Our superintendent has _per- 
00 ee 00 
ais sonal supervision of the work o9 
OO hi h j f OO 
which insures perfect prepara- oo 
tion. 
= 
o9 We also own and can furnish any oo 
= kind of FUEL WOOD. Lo 
OO oO 
WRITE FOR DELIVERED PRICES. 
5 
-- HOLMES-HERTZBERG FUEL Co. =: 
WHOLESALE WOOD 
oo ot 
Phone 16 SHEBOYGAN, FALLS, WISCONSIN 


og 
A ive Feed Deal = 
progressive Feed Vealer— =: 
from Eastern Wisconsin writes ae 
May 11, 1926. ata 
Gentlemen:- == 
Will give you rush order on our car Gluten ae 
Feed. Contract reads May 20th shipment ae 
but we can use same immediate. Gluten Feed oo 
has been a good business with us this year, and ae 
willsay that CREAM OF CORN has filled the a 


bill satisfactory. OUR WEIGHTS HAVE 
‘ ALWAYS HELD OUT NICELY. 


° (Signed by a Sheboygan County 
Dealer) 


Cream of Corn Gluten does fill the bill— 


because it contains all of the richness and cream of 
the corn. Same price and guarantees as on other 
Gluten--and the best product on the market. If you 
want the Gluten business--handle--CREAM OF CORN 


LABUDDE FEED & GRAIN Co. 
EXCLUSIVE DISTRIBUTORS 
MILWAUKEE WISCONSIN 


ooo000000 
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Che feed Bag 


“The Dealers’ Paper” 


Vol. 2. No. 7. JuLy, 1926 


DAVID KNOX STEENBERGH 
Managing Editor 


Published monthly at Milwaukee for re- 
tail feed, flour, grain, coal and allied products 
dealers. The only strictly retail dealer pub- 
lication in the field. Subscription price—$2.00 
per year. 


Changes in advertising copy may be sub- 
mitted up to the 15th of the month preceding 
date of issue. Last closing date, the 25th. 
For advertising rates, etc., address The Feed 
Bag, 86 Michigan street, Milwaukee. 


Copyright, 1926, Editoral Service Co., Inc. 


100 Lbs. Net 


LINSEED MEAL 


PURE OLD PROCESS 


GUARANTEED ANALYSIS 


PROTEIN MINIMUM 34% 


| FAT MINIMUM 5% 
MAXIMUM 9% 


FIBRE 


PITTSBURGH PLATE GLASS CO. 
Proof 


RED WING. MINN. 


Page Thirty 


O00 


Ghe 
FRANKE GRAIN CO. 


Established 1892 


GRAIN‘AND FEED 


MILWAUKEE - WISCONSIN 


00000 


q 


00 


oo 


00 


a) 
00 


JIO0000000 


Deutsch Sickert 
Company 
JOBBERS AND DISTRIBUTORS OF 
High Grade FEED of All Kinds 


CROWN 


.. HIGH GRADE .... 


GROUND SCREENINGS 


1444% Protein, 8% Fat, 14% Fibre 


Better 


Buy Send Us 
CORN, OATS or YOUR GRAIN 
BARLEY and 
HERE HAY 


Consignments—‘‘To Arrive’’ Offers 
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A LADISH QUALITY FEED 

| 


FLOUR 


‘“*THE HIGHEST PRICED FLOUR IN AMERICA 
AND WORTH ALL IT COSTS” 


CLOVER LEAF DARD BALL 


PURE WHEAT | WHEAT 
WHEAT MIDDLINGS FLOUR 
BRAN MIDDLINGS 
| KING MIDAS KING MIDAS KING MIDAS 
MINNEAPOLIS, MINN. 


KING MIDAS MILL Co. 


MINNEAPOLIS, MINN. 


| 
f 
i 
| 
| 


